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be farsighted... join United 
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united of omaha’s modern 

coverage has doubled 

its insurance in force 
since 1953 





CHILDREN’S 
PLAN 


NOW! 2 BILLION DOLLARS 
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Multiple plans designed to meet the modern needs of its policy- 
owners have spelled growth for United of Omaha. Since 1953, 


United has more than doubled its insurance in force. Keep 8 


your eye on United in the Sixties! Real career opportunities 
ee hee with this song: & service: ae che company. ey 
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plant 
now 
for a 

rich harvest 
this 
fall 


A rich harvest of sales this + AY 8 Work out an advertis- 
fall can result from plant- “Wier at: ing program that will back 
ing and cultivating your Has fife F up your sales plans. Check 
sales seeds NOW. These sug- ene en on the abundant advertising 
gestions can help insure a \\ |: Say ji and selling aids provided by 
good crop of autumn profits. i | ; our Advertising Department. 
@ Decide which lines will yield Th aj Policy hangers, stickers, sales 
the most bountiful harvest. Build a5, . folders, sample sales letters and 
a prospect list from your files and Vat Fy, 6 other productive promotional ma- 
other sources. Plan a sales-schedule b 4] terial can be ordered through our 
of visits, phone calls and letters, and My 4a ay Fieldmen. Utilize them to help pro- 
follow through on your schedule. & Be mote profitable coverages. 


COMMERCIAL UNION ASSURANCE COMPANY LTD, ONE PARK AVENUE, NEW YORK 16, N.Y. 


NORTH BRITISH & MERCANTILE INSURANCE COMPANY LTD. 150 WILLIAM STREET, NEW YORK 38, N. Y. 


AMERICAN CENTRAL INSURANCE COMPANY 

THE CALIFORNIA INSURANCE COMPANY 

CENTRAL SURETY AND INSURANCE CORPORATION 
COLUMBIA CASUALTY COMPANY 

COMMERCIAL UNION INSURANCE COMPANY OF NEW YORK 
THE COMMONWEALTH INSURANCE COMPANY OF NEW YORK 


THE MERCANTILE INSURANCE COMPANY OF AMERICA 
THE OCEAN ACCIDENT AND GUARANTEE CORPORATION, LTD. A MULTIPLE 
THE OCEAN MARINE INSURANCE COMPANY LTD. 
THE PALATINE INSURANCE COMPANY LTD. LINE GROUP 
THE PENNSYLVANIA INSURANCE COMPANY 
UNION ASSURANCE SOCIETY LTD, 


ATLANTA e PHILADELPHIA ¢ DETROIT * CHICAGO e KANSAS CITY « SAN FRANCISCO 
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You're confident when Ps 
you're well equipped... 7 


Ue 
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You’re confident when 
you're well insured... 


Zing! goes the reel—taut goes the line—what a thrill when a big one strikes! 


There are those who say fishing is all a matter of luck, but we can’t agree . . . not 
entirely. Surely you need skill, good tackle, and an experienced captain to pilot you 
safely at sea! So it is with insurance . . . an experienced Pan-American representative 
can steer you wisely along a charted course and equip you with confidence to meet any 
rough seas which may lie ahead. Most young men don’t view the future as a matter 
of “‘luck’’. They plan. . . and protect their loved ones with adequate insurance. 


There’s coverage for mortgage payments... children’s education . . . even retirement 
plans cost little for men in their early years. 


Ask your Pan-American representative about all this. 
He’s an expert at tailoring coverage to fit your needs, and your budget. 


AMONG THE TOP 10% OF U. S. LIFE INSURANCE COMPANIES WRITING MORE THAN 90% OF ALL LIFE INSURANCE 


mT . 
gaits Pan-American Life Insurance Company 


New Orleans, U.S.A. « A Mutual Company 
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The Editor Answers 


New York Society 


Editor: 

It gives me great pleasure to in- 
form you that at the annual meet- 
ing of the Insurance Society of 
New York, Inc., the following res- 
olution was unanimously passed: 

“RESOLVED: That the Insur- 
ance Society of New York, Inc., in 
annual meeting assembled, record 
its gratitude to THE SPECTATOR for 
its valuable support through the 
publication of news and editorials 
relating to the Society’s activities 
and direct that an official letter be 
written.” 

Paul R. Willemsen 
Secretary, School of Insurance 


The Editor Answers: 

We appreciate this recognition 
from the Society and its fine units, 
the School of Insurance and the 
Library. We hope to continue, in 
the years ahead, to commend, to 
report, and to use the material 
they have to offer. 


Correspondence Course 
Editor: 

I am interested in a basic fire 
insurance correspondence course. 
I hope that you may have one, or 
you may be able to suggest some- 
one that does. 

P. H. Smith 
Ruston, Louisiana 


The Editor Answers: 

Several of the larger fire and 
casualty companies have corre- 
spondence courses for agents. 
Three non-company sources of 
such material are the Insurance 
Institute of America (3924 Walnut 
Street, Philadelphia, Pa.), the 
American Mutual Insurance Alli- 
ance (20 North Wacker Drive, Chi- 
cago 6, Ill.) and the National Asso- 
ciation of Insurance Agents (96 
Fulton Street, New York 38, N. Y.) 


4 


“Correspondence” courses as 
such are rare in fire insurance. 
But you can get “self-study” ma- 
terial from these organizations. 
With the IIA, you complete the 
course by going to one of their 
many examination centers for your 
“finals.” 


Grand Rapids Selects 


Editor: 

Could I get a reprint of the ar- 
ticle entitled “Grand Rapids Se- 
lects Health Plan Carefully”? It 
appeared in the April 1960 issue of 
THE SPECTATOR. 

J. R. Gunn 
Grand Rapids, Mich. 


The Editor Answers: 

We are able to supply a few 
extra copies of that report from 
our Michigan correspondent. When 
those extras run out, we’ll be glad 
to consider making reprints. 


Marine Exchange 


Editor: 

It has been exactly 40 years— 
July 1920—since I had the plea- 
sure of visiting your publication. 
I don’t remember the person to 
whom I had the honor of speaking. 
Now, your July 1958 issue has fal- 
len into my hands. Examining 
these statistics from 1921 to 1957 
corresponding to “Ocean Marine” 
and “Inland Marine” and knowing 
the very useful services of this 
institution for general insurance, 
I permit myself to comment on the 
results of these statistics. 

This rising percentage of losses 
does not permit the recommended 
reserves. They are an indispens- 
able technical requirement in each 
type of insurance and, without an 
end to this trend, marine insur- 
ance and its affiliated lines will 

Continued on page 7 
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advertisement, 
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STATE MUTUAL'S 
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is aimed ata 


combined circulation 


of 4,780,000 
in 

TIME 
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Every Family Needs a PLAN 


Will Money Be Ready When You’re Ill or Injured? 


State Mutual’s PLANNED LIVING Insurance Says ‘Yes’ 


Guaranteeing dollars to help pay your hospital 
and medical bills is only one way in which Planned 
Living insurance works to protect you and your 
family. 


Planned Living is a new idea, a fresh concept of 
helping you identify, measure and plan for present 
and future financial needs. By putting first things 
first, it simply and surely shows you the kind of 
personal insurance protection you most urgently 
need and how much. 


It provides savings while you are living, working 
and well. . . continued income if you are disabled 

. money to help pay for illness or accident... . 
income for your retirement . . . security for your 
family in the event of death. 


Planned Living, the monthly budgeted way to a 
more secure future, is offered exclusively by your local 
agent of State Mutual of America, one of the na- 
tion’s oldest and strongest life insurance companies. 
Call him today or write to us here in Worcester, Mass. 


STATE MUTUAL 
OF AMERICA 


State Mutual Life Assurance Company of America, Worcester, Massachusetts 


Founded 1844 @ Over $3 billion of Life Insurance in force @ LIFE «@ NON-CANCELLABLE SICKNESS & ACCIDENT @ GROUP 


Investing Over $2 Million Each Week for the Growth of American Enterprise 
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H. Lee Minton, Jr., CLU 
Eau Claire, Wisconsin 


Travelers “‘millionaire’’ for 
the last three years and 
member of the MDRT 


Confidence in Life Underwriting 


To be a success in insurance you must be confident. To 
be confident you must know your business well. 


My training as a Chartered Life Underwriter gave me 
confidence, in my product, in my ability to advise correctly, 
and to sell successfully. 

CLU studies widened my horizons, enabled me to work 
in estate analysis, deferred compensation, trust planning and 
other highly remunerative and skilled fields. CLU made it 
possible for me to work successfully with businessmen of all 
ages whose reservations about my youth disappeared once the 
interview got underway. Many expressed their confidence by 
turning over all their insurance matter to me, life, accident 
and health, pension and group plans, casualty and fire lines. 
(As a Travelers Agent, I write all forms of insurance and can 
rely on Travelers field men for expert help on any insurance 
matter.) 

Today the CLU designation is more important than ever. 
If you sell Life, and are not a Chartered Life Underwriter, 
I strongly suggest you begin your studies this fall, for knowl- 
edge, confidence and success. 


THE TRAVELERS 


Insurance Companies HARTFORD 15, CONNECTICUT 
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Continued from page 4 


never cease to be a business of 
poor results. 

I have been fighting a long time 
at the “Cuban Institute of Mari- 
time and General Transport Insur- 
ance” for the necessity of an inter- 
change of ideas between the In- 
stitute and foreign countries of 
this type to try to remedy the poor 
business in which we live. It is 
caused by the competition and lack 
of tact that is manifest principally 
in the lower types covered in re- 
lation to the risks to which the in- 
surance company obligates itself. 
Also, the lack of responsibility 
with which the agents cloak them- 
selves. 

With more than 50 years in the 
insurance business, I have always 
maintained that the capital, re- 
serves, and payments of the com- 
pany should merit the same atten- 
tion as the statistics, for the appli- 
cation of insurance premiums in 
relation to the risk covered. The 
initiative of the company must be 
the guide to the solutions for these 
problems to avoid the government 
stepping in to eliminate these de- 
fects. 

We have to cease whining about 
bad business and take the stance 
necessary to reach a final practice 
which will bring maritime insur- 
ance to the level of other branches 
of insurance for the good of the 
world economy. 

Maximo Ramirez Pavon 
Cuban National Insurance Co. 
Havana, Cuba 
(from a rough translation, made by 
THE SPECTATOR) 


The Editor Answers: 

We always appreciate hearing 
from old friends. The poor results 
you mentioned for the marine 
lines have affected many other 
lines during recent years. It has 
only been by a constant fight for 
higher rates that the U. S. com- 
panies have been able to improve 
their position. 

The International Union of Mar- 
ine Insurance will meet in Wash- 
ington, D. C., September 11 to 16, 
and will probably discuss the 
problems you mentioned. 
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NOW... 


introduced in the United States 
for the first time — 


CROWN LIFE’S 


GUARANTEED 


EQUITY 
PLAN 


High cash values from the second year... .all cash values life insured to age 65 
Crown’s Guaranteed Equity Plan is strictly 
non-participating. 
¢ No dividend doubts ¢ No Term rider additions 


Perfect for 
e Savings Plans e Split-Dollar Plans 
e Self-financed Plans e Programming Plans 
and a low minimum—only $15,000 


Write for your brokerage kit. . . today. 


TO: Brokerage Development Dept., 
Crown Life Insurance Co., 
120 Bloor St. East, Toronto, Canada 


Please send me Crown’s Guaranteed Equity Plan for 
[] Split Dollar [) Savings 
[] Self-financed Plan [] Rate and Values Card 


When it’s new 
in town... 
It comes from 


CROWN 


TO 





ADDRESS 





CITY Se 





Not yet available in Massachusetts or Illinois 





Editors call him the backbone of America. Politicians call him the Majority Vote. 
Economists call him the big Middle Income Market. 


He’s a prominent man in the State Farm picture. Our agents know him well. They 
provide much of the auto insurance he buys. And at the same time they are 
giving him opportunities, never before so readily at his disposal, to protect 
himself and his family more adequately with the home and life insurance he needs. 


For him, for millions like him, the State Farm agent is the Family Insurance Man, 


STATE FARM INSURANCE COMPANIES / Home Offices: Bloomington, Illinois 
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President 

William C. Safford 
is pleased to 
announce that 
Western & Southern 
Life has increased 
its insurance 


=) | BILLION 

















NULLA 


The management of Western and Southern and the 


-- more than 8500 Field and Home Office personnel, from 


coast to coast, acknowledge with pride this achievement. 


THE WESTERN and SOUTHERN 
LIFE INSURANCE COMPANY 


A Mutual Company ° Home Office, Cincinnati, Ohio 


REGIONAL OFFICES 
Philadelphia, Pa. * Jacksonville, Fla. * Asheville, N. C. 
St. Louis, Mo. * Houston, Texas °* Los Angeles, Calif. 
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Equitable’s CLU Association Celebrates 15th Birthday 


Fifteen years ago the Equitable CLU Association was formed to 
help Equitable people earn the coveted CLU key—for the highest 
academic achievement in the field of life underwriting. 


The Association has done well. In 1945 only six Equitable representatives 
completed all of the CLU examinations. In 1959 the number was 
an impressive fifty-two! 


So here is a salute to the nearly 600 Equitable representatives across 
the nation who now wear the key of the Chartered Life Underwriter. 


@ 
THE Equitable LIFE ASSURANCE SOCIETY OF THE UNITED STATES 


Home Office: 393 Seventh Avenue, New York 1, New York ©1960 
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Pattern for Success 


There is a pattern for success and in the case of “The progressive insurance agency needs to repre- 
John C. Stott (above), one that’s well defined sent a well-balanced, multiple line insurance com- 
and, perhaps, best exemplified by his climb to the pany. Such a company is the Standard Accident. 
top of the National Association of Insurance The Standard excels in agency understanding, 
Agents. From a Member of the District Commit- which is most important in these confused times. 
tee, Mr. Stott progressed through the District It excels in sensible underwriting and in claims 
Board of Directors and Presidency. Then he was attitude. In short, the name ‘Standard Accident’ 
elected to the National Association Executive means an insurance company that is good to live 
Committee, followed by a Vice Presidency and, with, not for today alone, but over the years.” 
finally, in 1948 he became National President, That’s from a man who knows . . . John C. Stott. 
just ten years after he first became active in the 
Association . . . rung by rung, a well planned 
ascent up the ladder of success. 


‘i%s tmenan OF SERVICE FOR 76 YEARS 


The pinnacle of success achieved by the John C. K -A® 

Stott Agency, Inc., Norwich, New York, can be e STAN DARD ACCIDENT 
attributed to a similarly well-conceived “‘pattern’’. Corner’ 

And, take it from a man who knows... one of the 


most important factors in building a substantial, INSURANCE COMPANY 


thriving insurance agency is the companies an 640 TEMPLE AVENUE + DETROIT 32, MICHIGAN 
agency represents. On this score, Mr. Stott has 


this to say... CASUALTY e FIRE «© MARINE e FIDELITY e¢ SURETY 


August 1960 11 





AS 


IS 
A\\ PLANS oe 
OU SHOULD “spies uy 
LOOK INTO —_isstitsentonsea 


put all the information on 


every subject . . . every pol- 

icy . . . right at your finger- 

’ tips. Kit ‘with a flip of 
Revolutionary New A & S$ Program the tab to the right section. 


. ‘ Includes: 
Combines These Outstanding Features Sicchintie eliean: byeinction 


bes Accident Income Protection 
Pays Disability Income Even During Elimination Period — if in — Individual and Family _ 
hospital! Hospital and Expense 
Insured’s Option hes Continue Policy after Age 65. Bi — yrs :. 
No Average Earnings Clause. 


Immediate Protection From Date of Policy. pepe Sede act 


Liberal Definition of Total Disability! During the first 60 months of derlined in red for addi- 
total disability — inability to engage in your regular occupation! tional emphasis . . . easy 
reference — another first 


No Aviation Exclusion Clause. for this itd eer KA § 


Foreign Travel Covered for 12 months Automatically. . sales kit. 


Never Requires House Confinement! Increase Life 
Production with 
Learn One Policy Only These Excellent 
| A & § Plans 
An unusual sales and training feature of the income : 

4 P , ; They go hand-in-hand — 
protectors is that all are identical in language, benefits, life Waadenen tnd this. éx- 
provisions and definitions with the single difference : citing new A & S program! 
found in the renewable clauses. These renewable clauses Sell one and you have a 
are: (1) Non-Can to age 65 with guaranteed premium prospect for the other. Now 

é & & P ; you can offer the industry's 
(2) Guaranteed renewable to age 65 with right to adjust finest “one-two” punch and 


by class. (3) Renewable to age 65 at option of the . + - you'll benefit from the 
compen really efficient underwriting 

sii and claim service — the 
modern ideas and progres- 
sive thinking of a respected 
and rapidly growing com- 


pany. 


a | For Additional Information 
THE IO SYATE LIFE Bee 
z » A&S program contact 
POP £LECEPL CE VHP ar Howard W. Kraft, 
Vice President and 
COLUMBUS 15, OHIO =. Director of Agencies. 
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“Would you have 
flaw that won me a *1,000,000 account?” 


by a Philadelphia insurance agent 


“For some time, I handled a small part of a large 
manufacturer’s insurance program, and kept my eye 
peeled for bigger things . . . without much success, 
I’m afraid, 


“Then one day I happened to be talking with Tom 
McLaughlin, an Underwriter for The American. As I 
described my client’s program to him, Tom ques- 
tioned the need for the separate Profits and Com- 
missions policy which the manufacturer was carry- 
ing, through another agent, to cover loss of profits on 
his finished stock inventory. 


“Checking further, Tom and I discovered that the 
values being reported by the manufacturer, under a 
Stock Reporting clause policy, included the selling 
price value of his finished stock. By attaching the 
selling price clause to the Reporting Form policy, 
we could completely drop the separate Profits and 
Commissions policy and save my client $500 on 
premiums annually! 


spotted this coverage 


“As a result, I wrapped up the entire fire line . . 
$100,000 on buildings and contents, and $900,000 
Stock Reporter. That’s why it’s such a pleasure to 
do business with Tom and The American. It means 
more business for me!” 


You, too, can help yourself to extra income by 
taking advantage of The American’s fine reputation, 
multiple line facilities and excellent branch office 
services ... offering authoritative underwriting, 
prompt policy-writing, expert engineering, pre- 
mium auditing and speedy claim attention. Con- 
tact your closest branch office. Let us prove to 
you that The American means business... MORE 


BUSINESS FOR YOU. £ 


NEWARK 1, NEW JERSEY 
The American Insurance Company « American Automobile 
Insurance Company « Associated Indemnity Corporation 


ACCIDENT & HEALTH -AUTOMOBILE+ BONDS: BURGLARY-~ FIRE & ALLIED LINES+ GENERAL LIABILITY 


GLASS + INLAND & OCEAN MARINE - 
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EXPOSE 
GAPS 


4Etna’s highly successful Simplify 

& Save Checklist presents 

a bird’s eye picture of the protection 
program the average person 

should have for complete 

personal security. 


In a matter of minutes, 

you can point out dangerous 
gaps, costly overlapping of 
coverages and insurance 

to value requirements. 


Use it in person, 

or send it by mail. 

It will open new doors, as well as 
upgrade your present accounts. 
It will help keep you in 

control and enhance your 
reputation as a 

professional insurance counselor. 


PROTECTION! 


with this easy-to-use sales aid 


eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeees 


ZETNA INSURANCE COMPANY 
55 Elm Street, Hartford, Conn. 


GENTLEMEN: 
Please send me a sample copy of your 
Simplify and Save Checklist as well as 
the set of sales aids that go with it. 


eeervweeeeeeeeeeeeeeeeeeeeneeeeeeeaeeeeeeeeeeeeeeeeee 


eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee 
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SIMPLIFY 


‘Put 9 cnpesite the protection you now have. 
Put 2° opposite the items you're wrure of 
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HI 
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ASURE 
()F 
ISURANCE 


There are lots of ways of measuring the 
value of life insurance. In our way of think- 
ing, in the final analysis, the true measure 
of the social and economic value of all life 
insurance is the contribution it makes to 
the individual and to society. 

Each year since its founding, an ever- 
increasing stream of checks has gone out 
from the Equitable Life of Iowa to its policy- 
holders and their beneficiaries — millions 
of dollars which have meant financial 


security for people. 


Furthermore, life insurance dollars are 
hardworking, productive dollars—invested 
in government, business and industry, pub- 
lic utilities, farms and homes — represent- 
ing a major contribution to the local, state 
and national economy. 

This, we think, 
the true measure of life insurance. 


Cyuitable LIFE INSURANCE COMPANY OF IOWA 


FOUNDED 1867—DES MOINES 
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Northwestern Mutual's 
point of view 
on the C.L.U. program: 


‘The quality 


of a company 


is reflected by its 


FIRMLY BELIEVE in the Chartered 

Life Underwriter program because 

of the high standards of achievement it 

sets for the people in the life insurance 
profession. 

A vital program such as this—that 
provides broad technical and academic 
background and instills high ideals— 
cannot help but improve the entire pro- 


fession and the companies that actively 
participate in it. 

We are proud of our own agents’ in- 
terest in the American College of Life 
Underwriters and their enviable accom- 
plishment... 

... One out of six career Northwest- 
ern Mutual Life Insurance Agents holds 
the C.L.U. designation. 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 


MILWAUKEE, WISCONSIN 


ae LLL LLL LLL LLL LLLLLLLLLEL. 


16 


THE SPECTATOR 





Aerial view showing Pennsylvania 
State Capitol group and nearby 
buildings in Harrisburg. Capitol has 
been extensively renovated and is 
surrounded by classic modern struc- 
tures housing various state depart- 
ments. 
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A FREE ECONOMY 





HARRISBURG... 


A Growing State Capital 


By Elinor Kinley 


NUGGLED in the foothills of 
S the Blue Ridge Mountains 
along the east bank of the Sus- 
quehanna River, Harrisburg marks 
its 100th anniversary as a city this 
year. Its history goes back much 
further, however. John Harris, Sr., 
set up his trading post and ferry 
on the site in 1710. It has been 
the Pennsylvania state capital since 
1812. 

The city’s economy is diversified 
enough to be unusually stable. It 
is the largest city between Phila- 


delphia, 100 miles to the east, and 
Pittsburgh, 200 miles west. Long 
an important interchange for the 
railroads, Harrisburg’s importance 
to all motor traffic has been fur- 
ther emphasized by Turnpike ac- 
tivity. 

The original section of the Penn- 
sylvania Turnpike began about 18 
miles west of Harrisburg near Car- 
lisle. Hence Harrisburg was the 
closest large city to the early east- 
ern terminus and was the axis of 

Continued on page 18 
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NOLAN )F. ZIEGLER, Mayor 
Harrisburg, Pennsylvania 

(Endorsement) 

From time immemorial man has 
been confronted with the problem 
of protection. Insurance, as it is 
offered today, is undoubtedly the 
best all-around solution to that vital 
problem. 

While giving protection to the 
individual from financial distress 


resulting from personal illness or 
injury, or loss of our real or per- 
sonal property, insurance can also 
serve as a bulwark against a dis- 
astrous judgment which may be 
rendered against us. At the same 
time it offers a medium of saving, 
which is so vital in our economy. 


HARRISBURG... 


Continued from page 17 


the initial system. Pennsylvania’s 
Turnpike was the first of the mod- 
ern toll roads to be designed with 
the limited access and no-intersec- 
tion plan, now common to all the 
superhighways. 
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Basic to the entire plan of 
the Keystone State’s super road 
were the seven tunnels originally 
planned for a railroad that never 
was built. So integral a part of the 
pike are these tunnels that the tale 
is told of an engineer who had 
worked on the first Turnpike. When 
Ohio began plans for its super- 


Beautiful "Old West" Building of 
Dickinson College in Carlisle. It 
was designed by Benjamin Latrobe, 
famous early American architect 
who also designed the national cap- 
itol in Washington. 


highway, this engineer was _ in- 
vited out to study conditions. As 
he eyed the flat Ohio landscape he 
shook his head in despair. ‘“Can’t 
possibly build a Turnpike here,” 
goes the of his chagrin. 
“Where would you put the tun- 
nels?” 

Harrisburg’s 


story 


economic picture 
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Farm Show Building (at left) each 
January is the scene of the Pennsyl- 
vania State Farm Products Show, 
largest indoor exhibit of its kind in 
the U. S. 


has been compared to a pie cut 
more or less into quarters. Roughly 
25 per cent of its total payroll is 
derived, as one would expect in a 
capital, from the state government. 
This employs more people than any 
other single entity—about 32 per 
cent according to recent estimates. 
Another 25 per cent comes from 
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defense installations. Industry rep- 
resents another quarter, of which 
heavy manufacturing is an impor- 
tant factor. There are several steel! 
mills in the area, among them the 
Bethlehem Steel plant at Steelton, 
the Williams Steel Company, and 
Truscon Division of Republic Steel. 

Continued on page 22 
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Dauphin County Court House is 
built of native and imported marble. 
The Commonwealth Court also sits 
here, hearing all appeals from ad- 
ministrative agencies for the State. 


Architect's drawing of proposed 
William Penn Memorial Building. 
Round structure will house the State 
Museum. Tall shaft beside it is to 
be Archives Building. v 





ENDORSEMENTS 


from Harrisburg 


J. COLLINS McSPARRAN, Master 
Pennsylvania State Grange 

Insurance is one of the most important 
tools of modern agriculture. Farmers use 
insurance, not only to protect their families 
and to provide for their families’ future, 
but also to protect the increasingly high 
investment in machinery and buildings that 
present day agriculture demands. 

Casualty insurance has become of in- 
creased importance in the farm field. 
Modern high speed highways through agri- 
cultural communities require insurance cov- 
erage on farm machinery that must use 
these roads and farm animals that must 
cross them or may accidentally stray onto 
them. 

Farmers wisely use insurance to cover in- 
creased indebtedness. We in agriculture 
appreciate the splendid job insurance com- 
panies have done in preparing the types 
of insurance needed in the field of agri- 
culture. 


ARNOLD L. EDMONDS, Ex Director 
Pa. State Chamber of Commerce 


A sound insurance program is essential 
to a sound business. The importance which 
the Pennsylvania State Chamber of Com- 
merce attaches to this fact is illustrated 
by the activities of its Insurance Commit- 
tee. Composed of 45 corporate and in- 
surance executives, lawyers, physicians, and 
businessmen, this Committee is embarked 
on an intensive drive to urge the public 
to help stem the rising cost of liability 
insurance. Excessive jury awards, “padded” 
and fraudulent claims, unethical practices 
by a small segment of the medical and 
legal professions, are among the factors 
which add to the burden policy-holders 
must bear in increased premiums. We re- 
gard such unnecessary costs the same as 
we do unnecessary taxes. Our program 
has been received enthusiastically by both 
the insurance carriers and our widespread 
business membership. We are glad to let 
our actions in this connection bespeak our 
whole-hearted appreciation of the value 
of insurance. 
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FRANKLIN V. SUMMERS, Dir. of 
Operations, Pennsylvania Turnpike 
Commission 


At the hectic pace that surrounds busi- 
ness, social and even home life in today's 
highly organized community living, it is 
every man's duty to provide for the pro- 
tection of all his activities. To face these 
highly geared activities in all fields of en- 
deavor with a degree of confidence nec- 
essary to meet one's obligations, insurance 
offers the most economical form of protec- 
tion available. 

A well organized insurance program will 
allow anyone to face the future with an 
assured fram2 of mind, trusting that the 
many accidental obstacles can be over- 
come by relying on the helping hand of 
insurance. A case in point is in the oper- 
ation of the Pennsylvania Turnpike. More 
than 29 million vehicles use the turnpike 
annually and for protection their owners 
should be covered adequately by insur- 
ance. The diversity of insurance protec- 
tion today leaves no one who seeks such 
assistance without the means of adequate 
protection. 


HARRY M. ZINN, President 
Harrisburg Area Chamber of 
Commerce 
« 


The necessity and desirability of insur- 
ance in all forms have become so well 
demonstrated that little emphasis is needed 
at this time. The brick and mortar which 
evidence the growth of regional and home 
offices of important insurance companies 
in our area attest to the acceptance of 
insurance as a way of life. 

We believe that there are more general 
agencies in Harrisburg than in any other 
third class city in the state. Being per- 
sonally familiar with a great many of these 
men, we know their industry and their de- 
votion to a cause. We congratulate them 
and their profession upon their loyalty to 
a vocation which serves people and adds 
to the fullness of life. 


DR. GILBERT MALCOLM, President 
Dickinson College 


| am old enough to remember when few 
people bought insurance, and a disaster 
often meant professional and personal suf- 
fering. Now insurance coverage aad pro- 
tection is the accepted thing, and anyone 
who thinks he can get along without it is 
inviting trouble. | don't know a thing 
about insurance but learned nearly fifty 
years ago to place implicit confidence in 
my insurance broker. 

As the head of an institution of higher 
learning that depends upon tax deductible 
gifts for continued progress and growth, | 
have found that the most successful and 
wisest persons are those who have ade- 
quate and carefully planned insurance pro- 
grams. Often these persons, when they 
have outgrown their insurance objective 
(as in the case of their families no longer 
being dependent upon them), have derived 
a great satisfaction from naming a college 
as beneficiary or in making an irrevocable 
assignment, in which case premium pay- 
ments become tax deductible. 
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EVERETT ALLEN, Ex. Secretary 
Pa. Hotels Association 


The advantages of an adequate and 
comprehensive insurance program are rec- 
ognized by businessmen everywhere. The 
hotel industry is no exception. Brick and 
stone, mortar, lumber and steel are com 
bined to erect the physical plant. Once 
it is built and ready for operation, the 
investment (about $20,000 per room at 
current prices) must be protected. This 
is where insurance plays its part. 

Hotel men are familiar with almost all 
types of coverage since insurance require- 
ments account for approximately one to 
two cents of each revenue dollar. Life, 
casualty, marine, etc., are found in the 
insurance portfolio of the average host to 
the nation's travelers. 

The hotel has insurance for the protec- 
tion of its guests, both registered and 
non-registered. It has all types of liability 
coverage, including innkeeper's liability. It 
probably has life, sickness, health and ac- 
cident for its personnel. Its contents are 
covered, as are the personal items belong- 
ing to its guests. Fidelity bonds are as 
common as June weddings; and garage, 
fire, plate glass, sprinkler, auto, travel, 
boiler and equipment policies come due 
with impressive requarity. Business inter- 
ruption also takes its place in the scheme 
of things in the life of a hotel man. 

Since most are operated as corporate 
entities, with Uncle Sam giving an assist 
tax-wise, there are few if any hotels that 
ore under-insured. The peace of mind re- 
sulting from an adequate insurance pro- 
gram makes it possible for hotel men to 
enjoy their forty winks each night for they 
know there will be another tomorrow. 
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DR. S. K. STEVENS, Ex. Director 
Pa. Historical and Museum Commission 


It is a pleasure to take part in this an- 
nual recognition of the importance of in- 
surance in connection with the issue of 
THE SPECTATOR devoted to Harrisburg, 
the capital city of Pennsylvania. | sold life 
insurance for a time when in college and 
my son is a life insurance representative. 
History itself, | think, is an endorsement 
of the idea of insurance. It teaches us 
that we can never be sure of what will 
happen in the future and that we should 
prepare for that future by grounding our- 
selves firmly in lasting principles which have 
grown out of our past. Insurance is based 
or this same philosophy. It recognizes that 


SAMUEL F. HINKLE, President 
Hershey Chocolate Corporation 


lt would not be difficult for me to pre- 
sent a true-life testimonial about the value 
of insurance. 

At the tender age of ten years and the 
oldest of three children, | saw my father 
struck down with infantile paralysis from 
which he never recovered. The life insur- 
ance which he had acquired before this 
tragedy—inadequate though it was—made 
it possible to salvage enough after his 
death for us to retain our self-respect and 
a small measure of economic security upon 
which to keep our family situation intact. 

My father taught me, as | have taught 
my children, the wisdom of providing, even 
at considerable sacrifice, the security which 
inures from a well balanced life insurance 
program. It is not pleasant to contemplate 
what might have happened to my mother 
and her three young sons without this type 
of protection. 
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JOSEPH GARNER, President 
Central Storage & Transfer Co. 


All kinds of insurance are a must in my 
book. 

Life, casualty, and property insurance 
afford real security and peace of mind for 
an individual as well as a business man. 

As president of Central Storage & Trans- 
fer Company and the First Federal Sav- 
ings & Loan Association of Harrisburg, | 
cannot overstress the importance of this 
protection and the proper planning of a 
sound insurance program. 





the future is uncertain but that sound 
foundations can be laid through insurance 
which will protect against the hazards of 
that future. 


J. B. SOLLENBERGER, President 
Hershey Estates 


With 32 operating departments in the 
Hershey Estates, we are tremendously in- 
terested in every type of insurance needed 
to cover this wide variety of industries, 
which includes farming, the building trades, 
hotels, restaurants, retail stores, golf 
courses, amusement parks, sports arena, 
manufacturing, real estate, and other ser- 
vices. 

Since we have more than a million vis- 
itors coming into our community every 
year, complete insurance coverage is a 
must. 

| can also testify to the vital importance 
of insurance in the business of the Hershey 
National Bank and the Hershey Trust Com- 
pany, which institutions | serve as presi- 
dent, as we continually urge and _ insist 
upon our clients’ carrying adequate insur- 
ance. 
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Harrisburg 


Continued from page 19 


Wholesale-retail trade represents 
the final quarter of the area’s eco- 
nomic “pie.” Harrisburg is a major 
distribution point for the entire 
Eastern section of the country. A 
large number of national concerns 
maintain distribution terminals 
there. The Pillsbury Company just 
recently established a distributing 
center. IBM has a distribution cen- 
ter, Quaker Oats a cereal mill and 
packaging plant. 

Farming communities extend on 
three sides of Harrisburg. Thirty 
miles southeast lies famous Lan- 
caster County, home of the “Plain 
People” and second richest farm- 
ing area in the nation. With farm- 
ing one of the great industries of 
the state, Harrisburg is famous for 
a number of farm and livestock ex- 
hibits each year. These are held at 
the State Farm Show Exhibition 
Hall, a huge structure containing 
14 acres under one roof. 

As a farming state, Pennsyl- 
vania ranked 12th in the nation in 
1958, with total farm marketings 
valued at $784 million. It ranks 
first in mushroom production, cigar 
leaf tobacco, and for crops grown 
under glass. Capital invested in 
farms is estimated at $3.3 billion. 
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All the farm organizations have 
offices in Harrisburg, as do nearly 
200 other state associations. The 
power of the farm bloc in the State 
Legislature becomes quite apparent 
when you suddenly notice that in 
all the capital buildings the clocks 
run on Eastern standard time but 
the people and all business offices 
observe Eastern daylight saving 
hours. Each year the farm interests 
prohibit any tampering with “God’s 
time.” So no clock in a State build- 
ing in Harrisburg can be turned 
ahead. One scornful farmer put 
himself on record with the remark 
that daylight saving time was first 
thought of by an old Indian, the 
same one who cut a piece off one 
end of his blanket and sewed it 
to the other to make it longer. 


The Chocolate Town 

About 12 miles eastward from 
Harrisburg lies the internationally 
famous “Chocolate Town” of Her- 
shey. Tons of cacao beans pour in 
daily via a special railroad siding, 
shipped from Brazil, Nigeria, and 
other sultry lands. Some 200,000 
visitors a year tour the ultra-mod- 
ern factory where the chocolate 
products are made. An additional 
million or more come annually to 
enjoy the recreational facilities 
that were all originally planned by 
Milton §S. Hershey for the em- 
ployees of his chocolate plant. 

Hershey Estates, a fund estab- 


In the Harrisburg area is 
the factory where Hershey 
Chocolates are made. Com- 
pany is world's largest man- 
ufacturer of solid chocolate 
and cocoa products. 


lished by the Hershey family, op- 
erates some 33 community enter- 
prises, among them an amusement 
park, a free zoo, a museum that is 
free to children, swimming pools, 
golf links, a community building 
with library, auditorium, and cafe- 
teria. A sports arena features ice 
hockey and skating carnivals in 
the winter, everything from rodeos 
to water carnivals in summer. 

Open to all residents of Derry 
Township is the Junior College, 
located in the Community Build- 
ing. Here Hershey High School 
graduates and children of Hershey 
employees may get two years of 
free college tuition. The only 
charge is for textbooks. 

A short distance outside the 
town of Hershey, the Milton Her- 
shey School for boys occupies acres 
of rolling farmland. Here boys who 
have lost one parent live in cottage 
communities with a house mother 
and house father. They work on 
the farm, attend school, and learn 
a trade. Standard college prepara- 
tory and business courses are also 
taught. 

As the United States moves 
deeper into the Jet Age, the mili- 
tary installations around Harris- 
burg become increasingly impor- 
tant. The Olmsted Air Base at 
Middletown is a major repair unit 
for jets. A new $400,000 wing has 
been added to the jet engine over- 
haul shop there. 

Continued on page 43 
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Special permission from 


the White House 

again allows 

*‘The Spectator” to present 
**Ike’s’” message on 


insurance 


One of the clearest evidences of the faith of our people in the 
free institutions and the future of America is the fact that 
many millions of our citizens own life insurance policies. Their 
ownership of life insurance is more than a great multi-billion 
dollar bulwark of family protection. It is also a kind of thrift 
which provides productive capital. This capital, invested in 
farms, factories, homes, transportation, utilities and other re- 
sources, helps to give this nation the economic power needed 
to buttress freedom in the world. 


President of the United States 
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A I am now, and I always have 
been, a believer in life insurance. I 
have tried to carry out that belief 
in practice. Besides Government 
War Risk Insurance, which I ob- 
tained in the First World War, I 
have policies in several old-line 
companies. 

Even a poor man can build up an 
estate with life insurance. When 
he does create such an estate, he 
can feel] real satisfaction in know- 
ing that his family is protected if 
anything happens. 


President, 1945-1952 


Life insurance increases the 
stability of the business world, 
raises its moral tone and puts a 
premium upon those habits of thrift 
and saving which are so essential 
to the welfare of the people as a 
body. 


Phactioit = Kewsrte& 


President, 1901-1909 


A There is no argument against 
the taking of life insurance. It is 
established that the protection of 
one’s family, or those near to him, 
is the one thing most to be desired, 
and there is no medium of protec- 
tion that is better than life insur- 
ance. Our government has given 
close attention to the insurance 
companies, and they are on so sure 
a foundation that it is in sub- 
stance a guaranty method of our 
people. 


President, 1923-1929 


A If a man does not provide for 
his children, if he does not provide 
for all those dependent upon him, 
and if he has not that vision of 
conditions to come, and that care 
for the days that have not yet 
dawned, which we sum up in the 
whole idea of thrift and saving, 
then he has not opened his eyes to 
any adequate conception of human 
life. We are in this world to pro- 
vide not only for ourselves, but for 
others, and that is the basis of 
economy. 


President, 1913-1921 
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@ Geta policy, and then hold on 
to it. It means self-respect. It 


means that nobody will have to put 
something in a hat for you or your 
dependent ones if you should be 
snatched away from them. 


Grover CLer- 


President, 1885-1889, 1893-1897 


A Insurance offers men and wo- 
men an opportunity to pool the 
financial effects of chance misfor- 
tunes, and is also a good medium 
for saving and investment. The 
wide distribution of insurance in 
this country is an invaluable factor 
in our daily life and is, I believe, 
one of the finest results of our na- 
tional development. 


pl tibhes, 


President, 1929-1933 
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» A man in office, without means, 
must abandon the hope of making 
the future of his family luxurious- 
ly comfortable. All a man can do 
under existing circumstances to 
safeguard his family is to get his 
life insured. 


OWA 


President, 1909-1913 


A Perhaps I shall best express my 
opinion of the value of life insur- 
ance when I tell you that I took out 
my first policy as a youth of nine- 
teen. I have found policies a pretty 
heavy burden upon my resources at 
times, especially in my earlier 
years, but I have always found 
them to be very comforting posses- 
sions and, if I had my life to live 
over again, I would seek to take 
more rather than less. 


POR Rm 


President, 1921-1923 
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A The advantages of life insur- 
ance, manifest every day in every 
community, cannot be discounted. 
This form of insurance is part of 
our modern life. To carry adequate 
life insurance is a moral obligation 
incumbent upon the great majority 
of citizens. 


ee OF eT 


President, 1933-1945 
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Convention Personalities 


RICHARD NIXON 
Vice President of the United States 


The ability of independent men 
by their own means to provide sup- 
port, protection and sustenance of 
themselves and their dependents 
through the ever-broadening varie- 
ties of insurance has become a 
cornerstone of America’s economic 
system. The role of insurance in 
permitting self-determined secur- 
ity and also, through funds so 
amassed, financing new commercial- 
industrial expansion, is in the best 
American tradition. 
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Voluntary protection, as offered 
by America’s growing insurance 
industry is in the best tradition of 
our system of economic growth. 


JOHN F. KENNEDY 
U. S, Senator, Massachusetts 

It is a pleasure to greet the 
members of the insurance world 
through these pages. 

In our system of free enterprise, 
insurance holds a place of special 
importance. This is a segment of 
American industry with which a 


Note: In this “open season” for 
U. S. politics, THE SPECTATOR has 
“bagged” several new insurance en- 
dorsements from leaders in the 
news. Impartial in print, we pre- 
sent here the statements from some 
of those who were active in the ma- 
jor nominating conventions. 

Although each of these men 
writes about insurance from his 


high percentage of our citizens are 
associated. In a very real sense in- 
surance sets standards of perform- 
ance and responsibility for all 
American business. Surely Ameri- 
cans derive their image of busi- 
ness most often from the relations 
which they establish with insur- 
ance agents. The varied services 
performed by American insurance 
can do much to carry forward our 
traditions of freedom. 


HENRY CABOT LODGE, JR. 
U.S. Representative to the U.N. 


The idea that every man who 
has the responsibility and obliga- 
tion of caring for dependents 
should safeguard the future wel- 
fare of those dependents by carry- 
ing life insurance to the extent 
that he can afford is indeed 
meritorious. 

It is equally advantageous for a 
man without dependents to provide 
by means of life insurance or suit- 
able annuities shouid sudden dis- 
ablements rob him of his earning 
power. 
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own point of view, all of them illus- 
trate how, in THE SPECTATOR’S 
theme for this issue, insurance is 
“Protection for a Free Economy.” 
One points to the Communist threat 
and calls insurance “individualism 
at work ... for the nation.” An- 
other cites the place of insurance 
in “preservation and progress of 
our free mode of life.”’ And a third 


LYNDON B. JOHNSON 


U. S. Senator, Texas 


I am always more impresse”’ hy 
people who aim to help themselves 
than I am by people who rely on 
others for help. And, I am glad to 
add, from the way in which life in- 
surance sales have risen in recent 
years, it is certain that Americans 
are basically dedicated to the prin- 
ciple of helping themselves. 

I can think of no better means 
for a man to help himself than to 
undertake the purchase of life in- 
surance. It is frugal. It represents 
saving today for tomorrow. It is 
good sense. 

Furthermore, I think it is a 
healthy sign that more and more 
people are insuring themselves. It 
reflects their confidence in America 
and the American way of doing 
things. It indicates that even men 
with the most modest incomes can 
provide for their families, because 
far-sighted companies have pro- 
vided plans for all. 

These are encouraging facts. Ris- 
ing interest in life insurance is 
good for America—and Ameri- 
cans. 
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sees it as a “cornerstone of Ameri- 
ca’s economic system.” 

On the other pages of this issue, 
as well as from the national lead- 
ers on these pages, we find that 
men and women in all walks of life 
testify that insurance provides per- 
sonal security along with “Protec- 
tion for a Free Economy.” 

—the editors 


HUBERT H. HUMPHREY 
U. S. Senator, Minnesota 

In my judgment, America’s 
greatest challenge from the Com- 
munist world will come on the eco- 
nomic, rather than the political 
front. Personal thrift and saving 
will become increasingly important. 
Life insurance, which represents 
planned voluntary saving designed 
to protect and benefit our loved 
ones, also has the virtue of mak- 
ing those savings available for the 
expansion and growth of our free 
economy. 

Life insurance is individualism 
at work—for the family, for the 
nation and for freedom. 


NELSON A. ROCKEFELLER 
Governor of New York 

As the largest industry — in 
terms of assets—of our State and 
of the nation, insurance has a vital 
responsibility in the preservation 
and progress of our free mode of 
life, and in the conduct of our busi- 
ness affairs. 

It is the safeguard and mainstay 
of the economic future of all of us, 
from every individual to the largest 
commercial or industrial enterprise. 
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The availability of adequate in- 
surance protection at reasonable 
costs to all citizens of our State 
against the economic hardships and 
burdens which may befall them is 
properly among the primary con- 
cerns of the government of New 
York State. The continued progress 
of the companies and organizations 
providing insurance is, therefore, a 
social goal of the first importance. 


STUART SYMINGTON 


U. S. Senator, Missouri 


Much of merit has been written 
and spoken about the advantages of 
life insurance as a medium for 
savings and investment. There is 
no doubt that it is an institution 
firmly woven into our way of life 
and, as such, encourages thrift and 
furnishes a flow of funds to assist 
in the economic growth of our 
economy. 

Less notice, however, has been 
given to the role of life insurance 
as a legitimate defense against the 
alternative of increased govern- 
ment participation in areas in 
which private saving can handle 
the problem. 
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Insurance Helps 
Rebuild Plasties Firm 


With a "never-say-die" spirit, this tiny company resumed 
operations in record time after a fire ... By Robert Dyment 


It was a snowy, bitterly cold Sunday 
morning in January when the fire 
sirens awoke practically the whole 
town of North Chili, N.Y. Here fire- 
fighters surround the vicinity of Chili 


OT many people living in 

North Chili, N. Y., south of 
Rochester, and surrounding com- 
munities were left sleeping after 
the sirens had quit blowing about 
4:10 a.m. Sunday, January 18, 
1959. The urgent call led everyone 
to believe it was a fire of some pro- 
portions. Just what proportions 
could hardly be believed, though, 
when word got out that Chili Plas- 
tics was all aflame. 

Almost as soon as the firemen 
and first on-lookers arrived, an ex- 
plosion tore the side walls down. 
The entire place was engulfed in 
furious flames. When daylight 
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Plastics. Building was — de- 
stroyed by flames and an explosion. 


came about 6:00 a.m., the fire was 
still visible for more than a mile 
and the smoke showed a greater 
distance than that. 

The structure and equipment 
were declared a total loss by insur- 
ance adjusters, who arrived almost 
immediately. Damage amounted to 
more than $400,000. 

Just four days afterward, the lit- 
tle firm was back in partial opera- 
tion. This seeming miracle was ac- 
complished through insurance, the 
cooperation of the town, Roberts 
Wesleyan College and its student 
body. 

C. Alton Dailey, president of 


Chili Plastics, stated for THE SPEC- 
TATOR: “The insurance we carried 
played a very important part in our 
ability to start back in business in 
such a short time after the fire. 

“There was an emotional reac- 
tion that went all through the area 
and the City of Rochester at the 
time of the fire, which was very 
favorable to both the College and 
our company.” 

The company had been turning 
out freezer containers and custom 
plastic molds in a building owned 
by Roberts Wesleyan College. A 
number of the college students had 
been working in four-hour shifts 
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(Right) Burned out plastic molding 
machines, once worth thousands of 
dollars, were now to be sold for junk. 
One of the newest had been bought 
just one month before the fire. 


(Below) New building nearing com- 
pletion. Relatives of students do- 
nated consultant and engineering 
services. An agent for Butler Steel 
Buildings offered materials at cost. 
Insurance adjusters helped settle the 
claim, allowing Chili Plastics to re- 


build rapidly. 


Back in full production in the new 
structure, a student employee shows 
one of the products made by the 
plastic specialties company. These 
are small baseball players put in 
Cracker-Jack boxes. 


to finance their education. After 
the fire, the school’s major concern 
was re-employment of these stu- 
dents. 

Even while firemen still poured 
water on the smouldering ruins, 
corporation officials and the school 
cabinet held an emergency meet- 
ing. The firm decided to rebuild 
on the same site, and school officers 
sought temporary arrangements 
for the company to operate on the 
‘ampus. 

A cement blockhouse formerly 
used for plumbing storage was 
made into a tool room for Chili 

Continued on page 47 
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WILLIAM A. EGAN 


Governor of Alaska 


Since time began, one of man- 
kind’s basic driving instincts has 
been to protect himself, his family, 
and his loved ones from physical 
and economic adversity. This desire 
is no less evident today, but its ful- 
fillment—at least in its economic 
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STATE GOVERNORS 


Cite Value of Insurance 


Governors of our two newest states this year join 


others in stressing insurance as a national bulwark 


sense—has been simplified by the 
development of the modern insur- 
ance system. 

Insurance, representing as it does 
the common sharing of individual 
risk, is one of the finest examples 
of the strength of a unified people. 


WILLIAM F. QUINN 
Governor of Hawaii 

The many forms of insurance are 
some of the most perfect documents 
conceived by man. 

While a man lives, he is pro- 
tected against catastrophic losses 
of income, property, and savings. 
Protected this way, and _ given 
enough time, a man can provide for 
his family, and educate his chil- 
dren. If death takes that time 
from him, insurance takes over to 
complete his hopes and dreams, in 
effect making it possible for him to 
live on, until his responsibility to 
his loved ones is fulfilled. Through 
insurance, he can look beyond the 
present, and shield his family 
against hunger, homelessness, and 
degrading poverty. 


CECIL H. UNDERWOOD 
Governor of West Virginia 


Insurance is the measure of se- 
curity in modern America. In 
times of disaster and death, insur- 
ance guarantees the future of those 
affected and those who survive. 

As a business, insurance is the 
largest in our country, in terms of 

Continued on page 35 
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Setting—and Citing—a Good Example 


HE story is rather old, but it was a good one 

and is worth retelling. Its application has 
not lessened with the passing years. To encour- 
age reading on, the story concerns the farmer’s 
famous daughter. 

An organ salesman was accustomed to travel 
from house to house in rural districts. He always 
brought a sample instrument. If there was a 
daughter in the family, he would, under some 
pretext, get permission to leave the organ until 
he again came that way. The result was usually 
a sale. 

One of the households where he tried this plan 
consisted of a well-to-do but somewhat close man, 
his wife, and his only daughter. The head of the 
house saw only too well the ruse and feared what 
the result would be. He refused absolutely to 
have the organ left on the premises. 

The salesman before leaving remarked that 
the nearest neighbor had purchased a similar 
organ for his daughter. Almost immediately he 
sold another. If the neighbor could afford an 
organ for his daughter, the tightfisted prospect 
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EDITORIAL 


By J fel: Calle 


reasoned that so could he. He would show that he 
was not to be outdone in generosity and love for 
his daughter. The neighbor truly and not the 
agent sold that organ. 

The same principle holds good in selling life 
insurance. Perhaps John Smith in Minnesota is 
not impressed greatly with the knowledge that 
some one in Massachusetts has taken out a great 
amount of life insurance. When he reads, how- 
ever, or is told that a near neighbor, a man he 
knows and respects in his own community carries 
one or more large policies, he is apt to question 
if there is any real reason he should not do the 
same thing. 

As has been said and proved time after time, 
every policyholder is an agent’s silent and valu- 
able partner. He must be cultivated as such. 

Down the years, thousands of successful agents 
have used the Endorsement Number of THE 
SPECTATOR in exactly that way to their great ad- 
vantage. The force of a good example is a never 
failing influence towards a better way of life 
for all and for each one. @ 





Insurance Helped Baer 


Win Financial Fight 


This article, written before the death of the former 
heavyweight champ, tells what insurance meant to him 


Note: A few months before Max 
Baer died, the AP wire service 
distributed this story about the 
former heavyweight boxing champ. 
It appeared in the “New York 
Times” of June 14, 1959, and is an 
eloquent testimony to the wisdom 
of Maxie’s manager and the value 
of insurance for the professional 
athlete. 


WENTY-FIVE years ago tomor- 
fet (June 14, 1934) Max Baer, 
the Ciown Prince of Clout, knocked 
out Italy’s Primo Carnera for the 
world heavyweight championship. 

Maxie’s reign lasted one day 
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short of a year, ending when “I 
clowned away the title,” and Jimmy 
Braddock took it with a surprise 
fifteen-round decision. 

How has the last quarter-century 
treated the former butcher boy 
from Livermore, Calif., who gained 
a title of playboy along with that 
of heavyweight champion? 

Many figured that long before 
this he would have squandered his 
money and they’d be staging bene- 
fit matches to help him pay bills. 


Financially Solvent 
Nothing could be further from 
the truth, since, with the exception 
of Gene Tunney, Baer is financially 


as solvent as any other former 
champion. He’s happily married, 
his son Max, Jr., was graduated 
from the University of Santa Clara 
yesterday and two other cubs now 
are big Baers. 

“T still can’t believe how for- 
tunate I’ve been,” declared the for- 
mer boxer, now a 50-year-old busi- 
ness man who moves around faster 
with his many enterprises than he 
did in the ring. 

Max credits his friend and man- 
ager, Ancil (Pop) Hoffman, now 
75, with keeping his financial head 
above water. 

“I didn’t know what compound 
interest was. I thought it was part 
of a car,” Baer said, in discussing 
the annuities in which Hoffman 
salted away his big boxing earn- 
ings. “Now I know.” 

Baer said Hoffman invested more 
than $200,000 of his ring money in 
policies to start monthly pay-offs 
at age 50. 

“T could have started getting it 
last Feb. 11, but decided to leave 
the principal another year,” Baer 
said. “The policies state I have to 
start accepting the money next 
year.” 

$2,000 a Month 

He estimates the monthly checks 
will be about $2,000 for the rest of 
his life. 

“It was after I beat Max Schmel- 
ing that Pop gave me $100 and the 
policies as my share. I thought he 
was stealing it from me. Sometimes 
he’d take everything except ex- 
penses. 

“That was tough on me because 
I liked to pick up checks.” 

Now Baer realizes what a friend 
Hoffman was, and the two still are 
pals. 

“He looked after me. He was 
honest and a business man. I would 
have made lots of mistakes in taxes 
and spent my money. But he took 
care of things. There just isn’t 
anybody like him. 

“I think there ought to be a law 
that managers must take at least 
5 per cent or so of their fighters’ 
money and invest it in insurance 
for them,” Baer declared. @ 
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NEARLY EVERYBODY 


Praises Insurance Protection 


From people in all walks of life come statements for 


THE SPECTATOR on what insurance means to them 


GEORGE CHRISTOPHER 


Mayor of San Francisco 


Life insurance is a necessity, not 
a luxury. It is a means of provid- 
ing protection and security for our 
dependents. Everyone should carry 
as much life insurance as is com- 
mensurate with his ability to pay. 
It is a most worthwhile investment. 


HENRY DWORSHAK 

U. S. Senator, Idaho 

It is my belief that the funda- 
mental desire for security can 
most nearly be satisfied through 
the wise use of life insurance. It 
appears to me that one of the few 


August 1960 


stabilizing factors remaining in 
our social life today is that of life 
insurance. 


DOROTHY LAMOUR 
Famed Actress and Executive Director 
of Dorothy Lamour, Inc. 


Life insurance is a “must” for 
the executive and the person in 
show business. It is essential be- 
cause it offers protection for the 
performer, the executive and the 
family. Although I am now active 
in the entertainment world and 
with my cosmetics firm and Doro- 
thy Lamour beauty salons, I have 
invested in life insurance so that 
my family may be secure. 


PROTECTION FOR 
A FREE ECONOMY 


A 





rN 


} 


LEON C. HIRSCH 


President of Tenax, Inc. 


Life insurance for the family 
in many important 
ways. It is the instrument that 
provides funds for education of the 


man serves 


children, and guarantees economic 
protection for the family. 

The elasticity of life insurance is 
evidenced by its significant cash 
values and loan provisions, which 
can, if necessary, supply needed as- 
sistance. 

I endorse life insurance as a 
fundamental requirement for the 
American family. 

Continued on page 48 
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BENEFIT ASSOCIATION 


OF RAILWAY EMPLOYEES 


Here’s the 


SHIFT 
with a LIFT 


for every man on your team! 


There’s a lift for your entire agency force ... when you 
shift to Benefit Association! Yes, you’ll feel it in the 
office morale... and see it in your earnings, too. Here’s 
what you can offer your team... when you make the 
SHIFT WITH A LIFT... to the Benefit Association: 


A Lift in Sales... 


with better values for policyholders in Life, S&A, 
and Hospitalization. 


A Lift in Earnings... 
with better commissions for your men... overwrite 
for the agency . .. vested renewals. 


Agents 


FULL-Care 


A Lift in Morale... Hospitalizas; 
knowing that you’re offering a fresh, clean, sound with Surgical a ion 
enefits 


line— with strong public acceptance and exciting for 
new coverage soon to be announced. Sroups of 25-200 


A Lift in Promotional Activity... 
with hard -hitting, fast-moving, home-office- 
planned promotion that sets the pace for 
leads and other prospecting methods. 


Get All the Facts about opportunities 
for your agency. See how you can build 
bigger, faster, more profitably. Write 
in complete confidence to 

JOHN H. LUMLEY 


Executive Vice President 
Dept. 808 











with or without: 


* Group life 
. Accident and 
Sickness disability 
* Medical care 


* Dread disease 


* Other °ptional benefits 
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assets, providing not only a means 
of individual security, but an im- 
petus for national prosperity. In 
the ways that insurance touches 
every one of us—protecting our 
home, our car and our family— it is 
invaluable; in the very real ways 
it participates in our national econ- 
omy, it indirectly but beneficially 
touches us again. 

Every American, I sincerely be- 
lieve, should be grateful for the 
security of insurance and apprecia- 
tive for the insurance business. I 
know that I am. 
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BUFORD ELLINGTON 
Governor of Tennessee A 

I spent many years in the insur- 
ance field in addition to my primary 
vocation of farming. Most of this 
time was spent enabling the farm 
people of Tennessee to obtain real- 
istic and satisfactory insurance 
coverage. 

During this time I learned first- 
hand the importance of insurance 
to a family, especially when its nor- 
mal source of income is suddenly 
stopped by death or illness. 

I cannot urge too strongly that 
every breadwinner provide himself 
with insurance in line with his fi- 
nancial ability. 
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ROBERT B. MEYNER 


Governor of New Jersey 


With more than one billion dol- 
lars paid annually in insurance 
premiums in New Jersey, and with 
many insurance companies domi- 
ciled in our State and hundreds of 
out-of-state companies authorized 
to do business in New Jersey, it is 
plain that the insurance industry 
makes a major contribution to our 
economy. 

Protection of life and property 
and the sharing of risk provided 
through safe, sound and progres- 
sive policies are essential to the 
conduct of business on a _ stable 
basis. Insurance affords se- 
curity to families through life and 
health policies. 

I am pleased to commend the in- 
surance industry for the fine job it 
has done over the years. 


also 


FOSTER FURCOLO 
Governor, Massachusetts 
May I take this opportunity in 
The Spectator to extend my per- 
sonal best wishes and the greet- 
ings of the Commonwealth to the 
Continued on page 36 
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DEMOCRACY IS NOT 
A PARTY .. 
...IT’'S A WAY OF LIFE! 


ALL AMERICAN LIFE & 
CASUALTY COMPANY believes... 


“You should have VESTED interests for yourself and your heirs!” 


Why not investigate NOW one of the most talked about 
companies in America and learn the startling facts about 
Democracy in action—through the outstanding contracts 
and policies of All American Life & Casualty Company. 


**Building for Billions"’ WRITE: 


Mr. E. E. Ballard, President 

All American Life & Casualty Co. 
All American Bldg., 505 Park Place 
Park Ridge, Illinois. 


“AT AMERICAN 


esualty Company CHICAGO, ILLINOIS 


General Offices: ALL oye aang BUILDING, PARK RIDGE, ILLINOIS 








Frank E. Gerry 


MILES M. DAWSON & SON, INC. 


Consulting Actuaries 


1014 Hope Street 
Springdale, Conn. 








On the 20... 


7 IN 
~ COMMUNITY 
SERVICE 


Service to community is a trademark of Life Insurance 
Company of Georgia. Wherever you go throughout 
its eleven-state territory, you'll find Life of Georgia 
people taking leading parts in church, civic, and 
charitable activities. 


COMPANY 


or GEORGIA 


SERVING THIS FAST-GROWING 
REGION SINCE 1891 


ae LI INSURANCE 


Governors Endorse 
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men and women in the field of 
insurance. 

Throughout our State and our 
country, the services you perform 


have a significance that is meas- 
ured in terms of the security, hap- 
piness, and protection that you 
help bring to millions of our citi- 
zens, 

Your achievements in the in- 
surance field throughout the years 
represent factors that have open- 
ed avenues of progress in our 
economy and added strength to 
our American way of life. 

I join with all in expressing 
every hope for continued success 
in all your future endeavors. 


HAROLD W. HANDLEY 

Governor, Indiana 

The insurance profession is 
greatly respected for its skills and 
its services. I am happy to express 


my appreciation of the multiple 
functions it fulfills. 

To the overwhelming majority of 
Americans, insurance has become 
more than a hedge against mis- 
chance or adversity. Today it also 
is frequently a preferred form of 
investment, and thus it performs 
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a dual function for policy-holders. 
I have high regard, moreover, 
for the accumulated funds of insur- 
ance operations as a decisive factor 
in the progressive development of 
our national economy. Investment 
capital is necessary not only for 
the government, but for the ex- 
pansion of private plant facilities, 
for home building and for farm 
improvement, and for all sorts of 
worthwhile uses as our country 
continues to move forward. 


f 


J. HUGO ARONSON 


Governor, Montana 


Insurance has been a big item in 
my life as I have had insurance of 
nearly every variety including life, 
endowment, auto, liability and a 
host of business insurance policies 
in my trucking contracting busi- 
ness and as a small town bank 
president. I have also dealt with 

Continued on page 38 
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"Go on, Joe, they never get too big 
to cold canvass!" 
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One way to 


attract desirable 


accounts to your agency... 


Accountants 
Attorneys 
Barbers 
Beauticians 
Chiropodists 
Dentists 
Druggists 
Insurance Agents 
Morticians 
Nurses 

Opticians 
Optometrists 
Osteopaths 
Physicians 
Surgeons 
Telephone Secretarial Firms 
Veterinarians 





The ability to offer Professional Liability 
Insurance to attorneys, accountants, den- 
tists, physicians and other men and women 
of the professions is an important asset to 
any agency. American Casualty’s multiple 
line portfolio differs from many in that it 
includes the 17 different Professional 
Liability policies listed at the left. They 
are available in most territories. 

In addition, Acco agents benefit by a 
truly superior all-lines portfolio which in- 
cludes Casualty, Surety, Fire, Marine, 
Health Insurance, the personal and com- 
mercial Multi-peril forms and, in 22 states, 
Life insurance. 


You! adependeat 
Sasurance /AGENT 


senved vow oy 


AMERICAN CASUALTY 


61 Branch and Service Offices Coast to Coast 
HOME OFFICE — READING, PENNSYLVANIA 


SINCE 1902 
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insurance in various forms as a 
State legislator and as Governor. 

In my opinion, it is something 
you can’t afford to be without. As 
a matter of fact, my philosophy of 
insurance can best be summed up 
by the fact that I bought my first 
policy about the same time as I 
learned the English language and 
I have added to this ever since. 


ERNEST VANDIVER 


Governor of Georgia 


In ancient days in Israel, a pop- 
ular greeting was ‘‘Peace be unto 
you.” In those days, when the Ro- 
man Empire was on the rampage, 
peace of mind was a cherished, a 
much desired thing. But it is equal- 
ly so today. Peace of mind is based 
in one’s feeling of security or in- 
security. 

There exists more peace of mind 
today than in the olden days be- 
cause of one of the fine inventions 
of the modern mind—the insurance 
company. It is a cooperative system 
whereby many put in a compara- 
tively few dollars, as in the case of 
fire insurance, and when calamity 
strikes some of their number, they 
are provided funds to rebuild. Thus 
the life savings of many persons of 
moderate income are not wiped out. 
The property of the little merchant 
as well as the big is protected. The 
widow and her children are given 
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financial protection when the bread- 
winner is taken, and the wolf is 
kept from the door. 

Security, or protection as repre- 
sented by the insurance policy, pro- 
vides peace of mind, a treasured 
possession. 


LeROY COLLINS 
Governor of Florida 

Naturally, I am a firm believer 
in insurance. It plays a vital role 
in the economy of our nation. It 
offers personal and business se- 
curity. It offers security against ill- 
ness and sudden death. It offers 
security for advancing age and for 
our families after we have “crossed 
the bar.” 


EDMUND G. BROWN 
Governor of California A 

Insurance is an enterprise con- 
ducted on faith, on a promise to 
perform—a promise which is ful- 
filled innumerable times daily. It is 
a vast enterprise, involving billions 
of dollars and every phase of our 
economic life. 

Insurance is vitally important to 
all of us, and whether directly or in- 
directly, it affects the lives, habits 
and future of everyone. Through 
insurance, America has protected 
its investments in its people, its in- 
stitutions, its structures, and its 
way of life. 


oe 
CLINTON A. CLAUSON 


Governor of Maine 

The security of the American 
family has been strengthened im- 
measurably through the years by 
the various forms of insurance. 
Both life and property insurance 
helped protect the American family 
from financial disaster in times of 
personal crisis. The principle of in- 
surance, communal sharing of risk, 
is a democratic one. 


J. HOWARD EDMONDSON 
Governor of Oklahoma 

I have long considered the honor 
and privilege of participating in an 
insurance program to be one of the 
great facets of the American Way 
of life. It is an investment made 
today in tomorrow; an investment 
for our families and an assurance 
of our deepest sincere interest in 
their futures. It is a part of the 
American scene which we must 
cherish and protect. 


J. MILLARD TAWES 
Governor of Maryland 
The insurance industry and in- 
surance as an institution are so well 
established in the social and eco- 
nomic structure of this country that 
Continued on Page 41 
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A COLLEGE WITH CLASSROOMS 
ACROSS THE COUNTRY 


No matter where you live in these United States, there’s probably a 
C.L.U. classroom close by — an opportunity for you to gain the technical 
knowledge that is needed to (1) accelerate your success in the life 
insurance profession, and (2) better serve the many clients who look 


to you for sound, intelligent financial direction. 


Our Company is an enthusiastic supporter of this important program 
administered by the American College of Life Underwriters so much 
so that the Union Central Life agent is reimbursed for all authorized 


expenses when he receives his C.L.U. designation. 


THE UNION CENTRAL LIFE INSURANCE COMPANY, Cincinnati 
A Mutual Company — Founded in 1867 
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DID YOU SAY... 


——_ } “Life Insurance 


Dollars 


Can’t Combat 
Increased 
Cost of Living: 


“4 They can at Kansas City Life! 
\ Kansas City Life’s Exclusive Plan 


“THE ECONOMIC PROTECTOR” 


Guarantees: 


2. Increasing Yearly Death Benefits to Beneficiaries 


1. Increasing Monthly Income Benefits to Beneficiaries 
3. Completion of Premium Payments on Insured at Age 65 


THERE 1S NO OTHER PLAN LIKE IT ON THE MARKET! 


We've spelled out Kansas City Life’s answer to the “fixed-dollar” 
arguments in the next column. We think you'll find it interesting. 


al NV q, Q CUiy ] RR INSURANCE 

IANS YAS Mul | Ll | COMPANY 
Home Office /Broadway at Armour/Kansas City, Mo. 
Represented in 41 States and the District of Columbia 
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The 

Economic Protector 
protects the bene- 
ficiaries against rises 
in living costs in the 
years ahead in these 
ways: 


if the insured dies be- 
fore he is 65 


Cash payment is made 
to Beneficiary. Amount 
of this payment is guar- 
anteed to Increase at the 
rate of 2'/2% of itself for 
each year between date 
of the policy and date of 
the Insured’s death. 


plus 


Monthly Income Pay- 
ments to Beneficiaries. 
Beginning when Insured 
dies before 65th birth- 
day. Payable in amounts 
guaranteed to Increase at 
the rate of 2'/2% of them- 
selves for each year be- 
tween date of policy and 
date of each payment. 
Payments continued 
until date the Insured 
would have been 65. 


if the insured lives to 
age 65 or older 


All Premiums are Paid 
at age 65. But, the 
amount of fully-paid-up 
insurance (Paid in one 
sum on death of the in- 
sured) at age 65 is also 
guaranteed to continue 
Increasing at the rate of 
2'/2% each year after the 
insured is 65 for the /n- 
sured's entire lifetime. 

KANSAS CITY LIFE 


INSURANCE 
COMPANY 
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they will be affected but little by 
our comments on them. 

I am pleased, nevertheless, to 
give my wholehearted endorsement 
to insurance and to say that I per- 
sonally have derived great benefits 
from insurance, both as an invest- 
ment and as protection to myself 
and my family. 


MARK O. HATFIELD 

Governor of Oregon 

Insurance is a responsibility of 
the breadwinner in a family rela- 
tionship just as feeding, clothing, 
and sheltering are basic provisions. 
Insurance against loss through 
death, destruction, natural or man 
made manipulation of circum- 
stances is one of the few ways in 
which a person can cope with what 
might otherwise be an intolerable 
situation. 

Only the Creator of us all is 
credited with the ability to plan 
with perfection and for those of us 
who are therefore imperfect plan- 
ners insurance offers a means 
whereby we or our beneficiaries are 
compensated. And the more people 
who protect themselves against 
eventualities, the fewer there will 
be to whom government will have 
to become benefactor. 


STEVE McNICHOLS 

Governor, Colorado 

With its great impact upon the 
economic and social life of our 
State, and indeed, of our Nation, 
I am happy and proud to give you 
my hearty endorsement of insur- 
ance and to reassure you of our 
appreciation for the personal secur- 
ity and for the large investments 
made by insurance companies in 
the great state of Colorado. 

In our State, we have many local 
companies which have enjoyed re- 
markable growth and we also have 
represented here virtually all of the 
large companies of the country 
serving the insurance field. 

We can attribute much of our 
building activity, which has been 
phenomenal in recent years, to the 
cooperation and the far sightedness 
of the insurance companies which 
have placed investments here. 


MICHAEL V. DiSALLE 

Governor of Ohio 

Insurance, in one form or an- 
other, touches the lives of nearly 
every man, woman and child in the 
United States. 

Its principle is sound and repre- 
sents an investment or savings by 
an individual against his future 
needs. It is sound economically and 
represents a stabilizing factor in 
our social structure. 


ORVAL E. FAUBUS 

Governor, Arkansas 

The business of insurance is an 
essential ingredient of our national 
economy. The various phases of 
commerce—finance, production, and 
distribution—depend in a large 
measure upon the security afforded 
by insurance, which, in turn, guar- 
antees normal and uninterrupted 
operation. 

The function of insurance is, 
principally, to substitute certainty 
for uncertainty—to distribute the 
loss that would normally fall upon 
one among members of a large 
group exposed to the same risk. 
It restores the insured to the ap- 
proximate economic position he 
held before the loss, and cushions 
the shock which always accom- 
panies any unfortunate or disas- 
trous event. 

Continued on page 42 
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RALPH G. BROOKS 


Governor of Nebraska 


Almost since the beginning of 
man’s time on earth, he has des- 
perately endeavored to attain pro- 
tection from catastrophic events 
which would deprive his family 
and himself of those things neces- 





sary to perpetuate human life. 
These necessities of food, cloth- 
ing and shelter have now been 
broadened to include other items 
such as education of children and 
protection of his standard of liv- 
ing. 

The theory of insurance serves 
to guarantee the attainment of 
these needs. By banding together, 
the expense of loss is so spread 
that when a catastrophe does 
arise it is cushioned, and conse- 
quently a great step toward secur- 
ity as well as social and economic 
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fertile 
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Build your future with... 


PHOENIX OF LONDON GROUP 


55 Fifth Avenue 


New York 3, N.Y. 


Phoenix Assurance Company of New York 


London Guarantee & Accident Company, Ltd. 
The Union Marine & General Insurance Company, Ltd. 


providing protection for more than seven quarter centuries 
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stability has been found by man- 
kind. 

Because of its nature, 
great trust must exist on the part 
of the public toward the insurance 
industry and consequently, the in- 
surance industry is subject to 
both self regulation and state reg- 
ulation through administrative 
agencies. 

The insurance’ industry 
done untold and inestimable 
cial and economic good for our 
society. It is both to the benefit 
of the people of our country and 
the insurance industry itself to 
continue the self dis- 
cipline as well as state adminis- 
trative regulation on the highest 
plane possible. 


very 


has 


80- 


necessary 


ABRAHAM RIBICOFF 


Governor, Connecticut 


Millions of Americans for- 
tunate to enjoy the security which 
comes from the knowledge that 
their families are protected by 
life insurance. Life 
makes possible the realization of 
family hopes even after the death 
of the head of the household. 

Through life insurance, homes 
can be kept together; children 
can pursue the education which 
their parents planned for them. 
The shock of need not in- 
volve economic destitution as 
well. 

Connecticut has played an im- 
portant part in the growth of the 
life insurance industry and is 
proud to be the home state of 
many of our pioneer life insur- 
ance companies. 


are 


insurance 


loss 


THE SPECTATOR 





Harrisburg 


Continued from page 22 


At nearby Mechanicsburg is the 
Naval Depot, largest inland Naval 
depot in the world. The Army 
maintains a huge supply depot at 
New Cumberland, and the Armed 
Forces’ War College is at Carlisle. 

Also at Carlisle is Dickinson 
College, established in 1773 and of 
particular renown in Civil War 
days. The central building of the 
College is “Old West,” one of the 
great surviving examples of the 
classical tradition of early Ameri- 
can architecture. Its designer was 
Benjamin Latrobe who also de- 
signed the national capitol at 
Washington, D. C. It is said that 
during the shelling of Carlisle in 
1863, Confederate artillery officers 
who had attended Dickinson di- 
rected their fire away from the his- 
toric building. “Old West” was un- 
damaged though other structures 
on the campus were hit. A few 
days later it was filled with troops 
wounded at Gettysburg. 

Harrisburg’s population growth 
has been steady but not startling, 
resulting almost entirely from nat- 
ural increase and thus avoiding the 
numerous problems of areas where 
growth has been more “explosive.” 
For the entire “urbanized” area 
which takes in Cumberland and 
Dauphin counties, the population 
figure at the beginning of 1959 was 
estimated at 335,000. Harrisburg 
itself has a population of 92,000 
according to latest estimates. 


Insurance Picture 

Insurance wise, the city is the 
home office site of several local mu- 
tual property firms and one stock 
fire and casualty company. All the 
large writers of auto lines have 
big regional offices in the Harris- 
burg vicinity. Several months ago 
the Insurance Company of North 
America bought for a_ reported 
$85,500 the Governor’s Mansion 
which stood next door to the in- 
surance firm’s branch office. The 
building has since been razed. The 
present Governor never used the 
Mansion and maintains his official 
Continued on page 44 
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Because 
it makes 


That's why so many buyers choose Occidental’s Change-Easy 
plan of one-policy programs, put together rider-by-rider as 
needs change and grow. The contrast below tells the story: 


WITH CHANGE-EASY WITHOUT CHANGE-EASY 


1. One flexible policy usually 1. Patchwork of policies 
does the trick. often results. 


2. New needs covered by 2. Another new policy for 
additions to base policy. each new need. 

3. One premium date 3. Scattered premium dates. 

1. One agent — you. 4. Often several agents. 

5.One company, one billing. 5. Multiple companies, 


multiple billings. 


Best of all, the cost! One Change-Easy policy usually costs 
less than multiple policies covering the same needs, thanks 
to Occidental’s plan of true premium grading. 


Any way you measure it—by cost, convenience or coverage— 
the Change-Easy way of buying life insurance makes sense 


—and clientele. 


OCCIDENTAL LIFE 


Insurance Company of California 
Home Office: Los Angeles/W. B. Stannard, Senior Vice President 
(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


We pay Lifetime Renewals...they last as long as you do! 





WOODWARD and FONDILLER, Inc. 
Consulting Actuaries 
Insurance Accountants 


200 West 57th Street 417 South Hill Street 
New York 19, N. Y. Los Angeles 13, Calif. 














These Monthly Letters Are 
Imprinted Especially for You To Create Prestige: 


EXECUTIVE VIEWPOINTS ... INSURED PENSIONS . . . EM- 
PLOYEE BENEFIT PLAN REVIEW ... NET AFTER TAXES... 
BUSINESS SECURITY . . . INSURANCE BUYERS NEWSLETTER 


Write for Sample Copies 


CHARLES D. SPENCER & ASSOCIATES, INC., Publishers 


180 W. Adams Street, Chicago 3, iM. 
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Harrisburg 


Continued from page 43 


residence at nearby Indiantown 
Gap. 

Regional and branch offices of 
insurance companies employ be- 
tween 2,000 and 3,000 residents of 
the city. Agencies represent all na- 
tional companies and there are 
more general agencies in Harris- 
burg than in any other third class 
city in the state. Pennsylvania’s 
Insurance Department is located in 
the North Office Building of the 
Capitol and has a local staff of 65. 
In connection with the new “safe 
driver” and merit rated auto poli- 
cies, the Bureau of Motor Vehicles 
has already set up a special staff of 
nearly 60 people just to handle the 
expected load of inquiries. 

Just opposite the city proper on 
the west bank of the Susquehanna, 
the Medical Service Association of 
Pennsylvania (Blue Shield) re- 
cently completed a huge office build- 
ing. Here will be processed—elec- 
tronically—Blue Shield claims from 
all over the United States for fed- 
eral employees insured under the 
government’s new health indemnity 
plans. 

Everywhere evidence of a gigan- 
tic building program, both private 
and public, shows itself. Many of 
the state departments either have 
new quarters going up, or already 
occupy new office buildings. One 
of the most ambitious projects is 
the new William Penn Memoria! 
State Museum and Archives Build- 
ing which has received an initial 
grant of $9 million from the Gen- 
eral State Authority. Construc- 
tion is scheduled to begin early in 
1961 opposite the Capitol at 3rd 
and North Streets. 

The present State Museum build- 
ing probably will be reconstructed 
for offices, perhaps devoted in part 
to offices for the Governor. This 
was the original purpose of the 
building when erected in 1893. The 
gubernatorial offices remained here 
till about 1912. 

Erection of the new home for 
the State Museum and Archives is 
part of Operation Heritage, a 
statewide endeavor to restore and 
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maintain in fitting manner the 
many historic treasures of Penn- 
sylvania. Present plans for the 
Archives building call for two 
structures. One, sphere shaped, 
will house the Museum proper and 
provide space for display and stor- 
age of valuable materials and his- 
toric documents. A tall slender 
shaft beside the Museum will con- 
tain the State Archives and Ad- 
ministration Building. 


Historic Find 


In the Archives, research work- 
ers sort and classify vast amounts 
of old data concerning the various 
state departments. A very recent 
find was an original letter dated 
September 23, 1778, from David 
Townsend to Benedict Arnold. 
Towsend served under Arnold and 
was involved in the famous treason 
charges a year later. 

When completed, the new Mu- 
seum and Archives will face the 
magnificent Capitol building, long 
renowned as one of the most beau- 
tiful capitols in the country. The 
building was erected in 1906 at an 
initial cost of $10 million. It has 
a huge bronze dome patterned after 
St. Peter’s Basilica in Rome. The 
marble staircase is modeled on that 
of the Grand Opera House in Paris. 

Another lavish building in the 
capitol group is the Education 
Building, containing the state li- 
brary, the law library, and at pres- 
ent the archives. The Forum of the 
Education Building is an audito- 
rium with seating capacity for 
1,800. 

The city’s first urban renewal 
program is a 87-acre tract in the 
uptown area. Demolition of old 
structures is practically complete. 
Redevelopment is also planned for 
three blocks in the heart of town, 
from Front to Fourth Streets 
south of Chestnut Street. 

When we think of the Pennsy]l- 
vania state capital, we will recall 
a few words from a prayer offered 
by a local minister at the Mayor’s 
inauguration ceremonies in Jan- 
uary, 1960: “. .. a place of peace 
and of safety where its citizens 
may pursue their work and plea- 
sure in an atmosphere of dignity 
and responsibility. . . .” And the 
phrases seem to fit this quietly ad- 
vancing city of Harrisburg very 
well.@ 
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typical 
reaction 


Combined’s 
NEW 


LIFETIME 
Disability 
Income 
Contract 


most anyone can afford 


* The way our new Lifetime 

Disability Income Contract is 
taking hold, we’ll soon be adding 
more names of general agents 
to Combined’s big roster of sales 
champions. (It’s an ideal com- 
panion to Combined’s blue-chip 
Business and Professional Personal 
Income Lifetime Contract, sold on 
a Guaranteed Renewable basis.) 


The beauty of this new LDIC is its 
flexibility. You can adapt it to most 
anyone’s needs, sell it to most any- 
one who has a reasonable income, 
whether he has A & H or not. 


With Combined’s new Lifetime Dis- 
ability Income Contract in your port- 
folio, you’re off togreatness, backed 
by the tremendous resources and 
merchandising know-how of the 
Combined Group of Companies, 
whose business is A& H—only A& H. 


After you check the reaction on the 
next page, write to the Disability 
Division, Combined Insurance 
Company of America, Chicago 40, 
Illinois, for complete information. 
We'll wager your reaction will be 
electric when you get full details 
and consider your potential. 
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“NEW Lifetime Disability Income most 
anyone can afford? Sounds good! Can I write 
it as a surplus line, or is this a full-time 
sell? How about elimination periods?” 


= PLANS you say... Lifetime Accident- 
Lifetime Sickness, PLUS Lifetime Accident- 
Two Year Sickness, and, Five Year Accident- 
One Year Sickness... ALL with flexible elim- 
ination periods! Beats anything I’ve heard!” 





aa A New Book by 

Nopoleon Hill 

ws W. omens en Why Settle For Less 
Success Than Success? 


{ROUGH A A visit to your bookstore to buy 
POSITIVE the amazing new book “Success 
I ME NTAL Through A Positive Mental Attitude”’ 

TTITUDE can be one of the most rewarding 
AT acts of your life. Written by suc- 

cessful men, for men and women 
who want to be successful. By all 
means, get your copy now. 


“STH DAY, 30, 60 or 90 days on either 
Accident or Sickness? Man, that’s great! 
All the flexibility I need. Tell me, is this 
contract written only on the lifetime plan?” 


“THIS is IT! You’ve got the dream policy 


I’ve been looking for. How do I qualify to sell 
it? And thanks for telling me about it. I’ve 
been wanting to get aboard that fast-moving 
Combined bandwagon for a long time.” 


COMBINED 


GROUP OF COMPANIES 
W. CLEMENT STONE, PRESIDENT 
Combined Insurance Company of America, Chicago; 
Combined American Insurance Company, Dallas 


Hearthstone Insurance C y of Massachusetts, Boston 


P 





First National Casualty Company, Wisconsin 
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Some frank opinions on 
what life is like being married 
to a Nylic Agent 


Mrs. Rosalind Domenitz, Manhasset, N. Y.; When her husband was dis- 
charged from the Army, the Domenitzs faced the question of which 


career he was best suited for. After careful consideration Mr. Domenitz 


decided to come to New York Life. Writes Mrs. Domenitz: 


INCOME HAS TREBLED ... “I confess I was totally 
unprepared and not a little dismayed at the prospect of 
my husband becoming a life insurance salesman. I con- 
sidered that he would have a thankless and strenuous job. 

**T realize now that life insurance is a professional career 
and I am proud that my husband can administer real 


Mrs. Clay Thomas of Kenner, La. says 
that her husband always wanted to go 
into business for himself, so on Novem- 
ber 1, 1945 he joined New York Life. 
Mrs. Thomas goes on to write: 


| HAD THE USUAL WIFELY QUALMS... “Although I 
respected my husband’s ability to succeed, in whatever 
venture he might undertake, I had the usual wifely qualms 
about the outcome. I hated to be the kind of wife who 
holds her husband down, but I'll admit I could just imag- 
ine losing our home and living a ‘hand-to-mouth existence.’ 

“Well, New York Life was the answer. Although my 
husband had no previous sales experience, somehow, from 
the first day he started, his ambitions for unlimited oppor- 
tunities and income have been satisfied. And I have no 
doubts about our present or future security.” 


Lifelong security 
is the major reason 


THE NEW YORK LIFE AGENT 
IN YOUR COMMUNITY BE 
1S A GOOD MAN TO KBOW 


why wives say... 


service to people in this highly important field. My hus- 
band’s yearly income today greatly exceeds that of his 
best annual earnings prior to joining New York Life. 
Today we have been able to furnish a new home and are 
able to afford other lesser luxuries that seemed impossible 
a short time ago.” 


Mrs. Don Hanesworth, Madison, Wis- 

consin, encouraged her husband to give 

up a supervisory position with a public 

utility company in order to start with 

New York Life. This is Mrs. Hanes- 
i worth’s story: 


FUTURE SECURITY IS EVERYTHING... “Since Don 
has about trebled his old salary,” says Mrs. Hanesworth, 
“we know it was a wise move. 

“We also have great confidence in the future, because 
of the New York Life compensation plan under which 
agents may qualify for a life income. I think it is far ahead 
of the retirement possibilities of any other occupation. 
This is one thing that sold me on New York Life from the 
beginning. Future security is everything because of that 
plan and because of the unlimited possibilities of income. 
Now, after three years, | am more enthusiastic than ever.” 


New York Life 


Insurance Company 
51 Madison Avenue, New York 10, N.Y. 


A MUTUAL COMPANY FOUNDED IN 1845 


Insurance «+ Group Insurance + Annuities « Accident & Sickness Insurance + Pension Plans 
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Insurance Helps Rebuild 


Continued from page 29 


Plastics. Two quonset huts set up 
as a recreation center and snack 
room for students were vacated by 
unanimous vote of the student sen- 
ate. Here the firm resumed some 
of its operations within a few 
days. One molding machine had 
been ordered before the fire oc- 
curred. This arrived the day after 
the fire and was set up in the 
temporary quarters. About fifty 
students were rehired at once. Stu- 
dents with the greatest need for 
financial assistance were recalled 
first. Some of the men were used 
in the cleanup and preparation for 
the new buildings. Meantime two 
Rochester banks offered immediate 
special loans for as much as 
$20,000 to assist students who were 
without work. 


Generous Aid 


In less than two weeks, the com- 
pany was back to one-third of 
normal production. Rush deliveries 
were made on the necessary metal 
and other building supplies. Con- 
struction started at once on two 
new steel buildings, 40 x 120 feet 
each. Many of the materials were 
furnished at cost and Dow Chemi- 
cal offered its insulation free—a 
saving of about $4,000. By the 
first of March Chili Plastics began 
installing their machinery. By the 
end of the month the company was 
virtually in full production with 
new equipment in new buildings. 

About his company’s. speedy 
comeback, President Dailey said: 
“The cooperation of the College, 
business people and the insurance 
companies played a very important 
role in being able to operate again. 
We felt that Mr. Olson of the Fire 
Adjustment Bureau of Rochester, 
N. Y., was very fair in his adjust- 
ment. He was at the scene shortly 
after the fire and spent many hours 
doing his duty and business in a 
most efficient, friendly, and capable 
manner. His special knowledge of 
a situation such as ours helps to 
relieve the pressure with so many 
details to be taken care of during 
such an emergency.” @ 
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ThE 
GREATEST 
a 


. any insurance company can have is a loyal local agency “family.” In this, 
PLM is especially fortunate. We are proud of the men—and women—who 
represent us before the public. They are helping to build, day by day through 
the years, PLM’s image and its reputation. We, in turn, strive to serve and 
support them loyally and well. It seems to be paying off for both of us. We 
believe you would be happy in the PLM agency family. Why not write us. 


Writing FIRE and ALLIED LINES 
“tin the Birihplace of American Mutual Insurance” 


PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY 
PLM Building * Philadelphia 7, Pa. 


Branch Offices in New York, Los Angeles, Charlotte, N.C. 





1960 Edition 


THE SPECTATOR’S annual En- 
dorsement issue can be traced 
well back into history. It started 
from a huge file of names of 
“Prominent Patrons” who owned 
large life policies. 

This year we have printed 
some extra copies of this “ivory” 
section (pages 17 to 48) for 
those who need them. Costs, etc., 
on request. 


your ly 
4¢ away ':.: 
GENERAL 
AGENCY | 


of your dreams! 


: 
is 


4 
Our offer is to the man who is dissatis- 


fied with the returns he is presently 
getting for the hours he works. 


For a richer life in SO MANY WAYS... 
put the same effort, the same hours 
into a General Agency of your own with 
a company that can right now offer you 
these unique profit possibilities: 


PRIME MARKETS — immediate 
openings. 


STABILITY — 40 successful years. 


GROWTH POTENTIAL — total writings 
which have multiplied 10 times in the 
past 2 years. 


CHOICE PACKAGE —complete LIFE, 
A & S and GROUP PLANS. 


A 4¢ stamp today can add thousands 
of dollars to your income over your 
lifetime. 

General Agency openings now avail- 
able in: 

Alaska, Alabama, Arizona, California, 
Colorado, Florida, Idaho, Illinois, Indi- 
ana, Louisiana, Minnesota, Missouri, 
Nevada, Oregon, Pennsylvania, Utah, 
Washington and the District of 
Columbia. 


ITE CO ALE MEALS. 


sas 





write in confidence to: 
W. H. Fissell, CLU, Vice President 
and Agency Director 
Dept. A 


+ California Life § 
insurance Co. | 
4334 MacArthur Blvd., Oakland 19, Calif. 
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Everybody Praises 


Continued from page 33 


POLLY BERGEN 
Singer and Actress 


Ask any mother why insurance 
is very important and she’ll prob- 
ably point to her children as the 
answer. Her family is her most 
important possession. The finest 
act she can perform for her chil- 
dren is to make their futures as 
secure as possible. 

Through life insurance, the fam- 
ily is prepared for any occurrence. 
It gives children the best security. 
Nest eggs have a way of dwindling; 
the family bank account is taken 


for immediate projects. Insurance 
planning is not only the answer, 
but is the best solution for her. 


RAYMOND TUCKER 
Mayor of St. Louis 


The chief executive of a major 
metropolitan area, such as St. 
Louis, very early in his adminis- 
tration comes to a full realization 
of the importance of insurance 
protection to the many facets of a 
progressive community. 

This is especially true as to life 
insurance, including group, indus- 
trial and ordinary forms. The 
measure of such protection pos- 
sessed by the individual, the heads 
of families and the keymen in its 
industries is of the utmost im- 
portance to the overall well being 
of the community as a whole. 

Like the individual insurance 
policyholder, the community bene- 
fits in many ways through life 
insurance. In a city with average 
or better life insurance protection 
there is a basic faith in the future 
that permits it to look forward 
with confidence and to undertake 
major steps for community better- 
ment that many other cities can’t 
venture to take on. 





From Other Years 


The tradition of THE SPECTA- 
TOR’S annual Endorsement issue 
back a number of years. 
From one of those editions more 
than a decade ago, we include 
this strong endorsement from 
internationally recognized 
statesman. 


WINSTON S. CHURCHILL 
Former Prime Minister of 
Great Britain 


goes 


this 


I would like to write the word 
“insure” over the door of every 
cottage and upon the blotting 
book of every public man, be- 
cause I am convinced that for 
sacrifices which are inconceiv- 
ably small, families can be se- 
cured against catastrophes 
which otherwise would smash 
them up forever. 

It is our duty to arrest the 
ghastly waste, not merely of 
human happiness, but of national 
health and strength which fol- 


lows when, through the death of 
the breadwinner, the frail boat 
in which the fortunes of the 
family are embarked, founders, 
and the women and children are 
left to struggle helplessly on the 
dark waters of a_ friendless 
world. 
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JULIA MEADE 
TV Actress 

Life insurance is a basic institu- 
tion in the American way of life. 
It fosters thrift during the pro- 


ductive years and provides future 
security. It also gives ‘mental se- 
curity.” I always have the fullest 
coverage for my personal effects, 
and my mind is at ease for I am 
constantly protected against theft 
or loss. 

Life insurance offers hope, pro- 
tection, security and savings—im- 
portant musts for independence in 
later years. 


CHRIS SCHENKEL 
TV Sportscaster 

We might look to the young peo- 
ple to see the importance of life 
insurance today. Years ago, they 
never gave insurance much thought. 
It was a subject for their fathers. 
They put off thinking about insur- 
ance until they, too, reached middle 


age. 


Re | 

But today, young couples plan- 
ning marriage make insurance one 
of their first projects. It’s a neces- 
sary step to take. The security that 
insurance offers is perhaps the 
strongest foundation for young peo- 
ple. They know that is is a pri- 
mary requisite for successful mar- 

riage, home and family. 
Continued on page 5! 
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@ A complete new line of low cost life insurance 
policies featuring graded premiums and lower rates 
for women. Commercial, Guaranteed Renewable, 
Non-Cancellable Accident and Sickness policies. 
Liberal Check-O-Matic. 
@ Substantial training tools, including career compen- 
sation, production incentive plans, excellent training 
program. 
@ Liberal commissions, training allowance, lifetime service 
fees, Group Life, Hospitalization and Major Medical, non- 
contributory pension. 
Company's 55-year record is unexcelled in quality and service. 
WALTER H. HUEHL, President ARNOLD BERG, C.L.U., Agency Vice President 
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INSURANCE 


\ Mutual Company: Founded 1905 - 


COMPANY 


Indianapolis 


AGENCY OPPORTUNITIES in Colo., Conn., Fla., Ill., Ind., la., Ky., Mich., Minn., Mo., Neb., N.D., Ohio, S. D., Tenn., Tex., Wis. 








BROWN and RICHARDSON 
BROWN, CONRAD and RICHARDSON 


Consulting Actuaries 


Edward D. Brown, Jr. 
CHICAGO 


Robert A. Richardson 
CLEVELAND 


Jean Conrad 











“There are no circumstances, howeve 
unfortunate, that clever people do not 


extract some advantage from them.’ 


LA ROCHEFOUCAULD. 


His face was red: his pocket nerve hurt when he dis- 
covered that one of his trusted employees had been 
collecting premiums and , but he sold a 
lot of fidelity insurance using himself as the horrible 
example. 


Naw ginsraxpahin 
(Casume? (Company 


NEW YORK 


BALTIMORE 
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| BANKERS LIFE OF 
NEBRASKA 








Special Recognition 


Bankers Life of Nebraska provides an extra measure of recog- 
nition for its field force at every level of achievement. 


For those who qualify, the Million Dollar Club represents 
the top annual volume award. Members receive a distinctive 
attache case; engraved stationery, business cards and 
announcements; a framed certificate; a lapel pin and a news- 
paper advertisement in their local community. Other pro- 
ducers receive awards commensurate with their results. 


This extra measure of recognition is one of the many ways that 
Bankers Life of Nebraska provides incentive to its field force. 


BANKERS LIFE OF NEBRASKA 


LINCOLN 
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PROTECTION FOR A FREE ECONOMY 


Everybody Praises 


REX MARSHALL 


TV Announcer 


Life insurance salesmen may ar- 
gue this point but as far as I am 
concerned, life insurance needs no 
“selling.” It is a commodity that 
the responsible man knows he must 
have. The responsible person says 
“ves” to security. to protection, to 
savings. He is aware of eventuali- 
ties and protection for his family. 


SAMMY KAYE 

Bandleader and Recording Artist 

Anyone in the entertainment 
business can vouch that, without 
insurance, the future has a grim 
overcast. Retirement plans in the 
entertainment world are set in 
motion and become reality with 
the solid foundation of insurance 
behind them. I always give insur- 
ance plans the four star rating, 
reserved for only the best presenta- 
tions. 


TERESA BREWER 


Coral Records Recording Star and 
TV Singer 


When my husband and I look 
at our three little girls, we fully 
know the meaning and value of 
life insurance. Though Kathy, 5, 
Susan, 4, and Megan, 1%, are too 
young to realize it, their happy, 
smiling faces are in great part 
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Continued from page 49 


due to the sense of security that 
we impart to them. The feeling 
of well-being that we, as parents 
who have invested in life insur- 
ance have, is reflected in their 
eyes. That reason alone makes my 
husband and I firm believers in 
life insurance. 


GORDON S. CLINTON 
Mayor of Seattle 


A well thought through insurance 
program is a definite need for the 
family man today. During the pe- 
riod of time when a man is build- 
ing his career in business or in a 
profession and raising his family, 
it is of importance that he have 
adequate coverage. With the pas- 
sage of time the emphasis shifts 
to one of retirement benefits. 


In my own experience as a law- 
yer, I have never known of a widow 
who complained of having too much 
insurance. 

The optimum situation would be 
one in which an adequate coverage 
is obtained within the limits of the 
financial position of the insured. 

Personal security and family se- 
curity are of great importance in 
this 20th Century. Certainly, the 
benefits of life insurance affords 
one way in which that security can 
be realized. 


JACKIE ROBINSON 


Vice President In Charge of Personnel, 
Chock Full O' Nuts Corporation 


As a family man, I have been 
well aware of the necessity for 
and the vital importance of life 
insurance. Since joining the busi- 
ness world this year, I have ob- 
served at first hand the numerous 
benefits that the various types of 
insurance programs offer to em- 
ployees. Insurance brings peace of 
mind and financial security to the 
family man, can help provide the 
money for a college education, and 
is essential to the business man. It 
furthers America’s economic prog- 
ress in many areas. Insurance is 
indeed a worthwhile investment. 


GOGI GRANT 
Recording and TV singing star 
Show business being the unpre- 
dictable profession it is, life in- 
surance is an absolute necessity 
to protect the performer and his 
or her family from “hard knocks.” 
Although I am currently “sitting 
on top of the world,” I am invest- 
ing a large part of my income in 
life insurance so that my family 
may avoid the insecurity that fre- 
quently follows the demise of the 
breadwinner. Any thinking mem- 
Continued on page 52 
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TRAINED 


and 


EQUIPPED 


Not only is the Lincoln National agent 
trained to prescribe for his clients’ personal 
insurance needs; he’s also equipped with an 
extremely broad range of coverages (Life, 
A &S, and Group) with which to fill his pre- 


scription. 


Lincoln National’s thorough training 
courses and broad range of insurance plans 
provide two more reasons for our proud 
claim: LNL is geared to help its fieldmen. 


THE LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne, Indiana 


Its Name Indicates Its Character 














SOUND — SECURE — PROGRESSIVE 


SECURITY OF DENVER 
® 


Security Life and Accident Co. 


Home Office—Denver 2, Colorado 
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ber of the entertainment world 
would do the same. 


AUSTIN SMITH, M.D. 
Author 


One of the advantages of living 
in a free country is the right to 
prepare for the future as each man 
and woman sees fit. However, this 
preparation carries with it re- 
sponsibilities which must be met 
by the wage earner if he is to keep 
himself and his family from be- 
coming destitute when financial 
crisis occurs. Loss of life can pre- 
cipitate such a crisis for those who 
do not have resources on which to 
draw. The man who prepares for 
the future by securing adequate 
life insurance is obviously willing 
to meet his full share of respon- 
sibilities. At the same time he is 
aiding in the preservation of 
individual and family freedom—a 
fact which sometimes is overlooked. 


BOB HOPE 

Motion Picture Star 

Well, here I am, talking about 
insurance. That’s like Crosby talk- 
ing about a low golf score. We’re 
not authorities on the respective 
subjects, but enjoy having them. 


This much I do know, though. 
Without life insurance, people in 
show business would find it a much 
shakier proposition than it already 
is. You can be way up there one 
day and a has-been the next. The 
best way for the young actor, 
singer or comedian—and this goes 
for anyone in any field—to build 
his future is to first eliminate 
financial worry. 
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RICHARDSON DILWORTH 
Mayor of Philadelphia ; with SECURITY-CONNECTICUT 


I think that the concept of “‘in- 


F as f the thi that fm," a { 
surance’ is one 0 e things tha / ~— vn on “an “ YOUR 


sets modern society apart from 
earlier civilizations. It is a highly 


refined device, implying a regard f “oe Sn A 
for individual and family welfare, WSs on CLIENTS 
a reasonable weighing of the fu- i 
CAN 
PICK AND 
CHOOSE: 





ture, and the collective good sense 
which protects one by protecting 
all. 
While some risks in life are in- 
evitable, the reasonable man will re- 
move all unnecessary ones. In our 
highly developed society, with its 
many varieties of insurance, there 
are many risks which no longer are 
necessary. These are the financial 
risks that arise from death, dis- a com lete line 
ability, property destruction, and complete 
the other incidents which affect 


family welfare. The wise man will , , , hacked by modern merchandising methods! 


not overlook these. 


Your clients will welcome the Security-Connecticut idea 
JEAN MARTIN a single source for all these lines: 
Singing Star NBC-TV 


I have always considered life in- 


surance as extremely important It’s the multiple line company pledged to the American Agency System! 
since its benefits are many indeed. 


Funds set aside through life insur- They'll respond to Security's modern insurance coverage, priced to 
ance have provided education for 
hundreds of thousands of our col- 
lege students. Of greater import- 
ance, life insurance is the instru- 
ment which affords economic se- market — modern features such as monthly payments and deviated 
curity to the family when finan- policies. 
cial assistance is most urgent. 

The values of insurance are mani- Multiple line stock company handling all forms of personal and business insurance 
fested in other directions, too: in including:Life « Accident + Fire * Casualty * Group « Automobile *« Marines Bonds « 
the event a policy loan is required; 
for their excellent cash values in 
time of need; for its beneficial im- 
pact upon society; and becausse it “ -” <a — ostrerecarberaro st relents: 
strengthens the family, the com- Pe aerate tena 
munity and the nation. I certainly ; me mee CDAD Te FIRE & CASUALTY INBURANEE COMPANY OF CONNECTICUT 
endorse the outstanding purposes Poy —rondod ‘pia coambcmaa 
and the widespread importance of 
life insurance. 

Continued on page 55 
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life * accident + fire * casualty * group + automobile * marine * bonds. 


enable you to meet direct-writer competition! 


They'll sign on the spot when you show them rates trimmed to today’s 





WHAT 
iT CAN 
MEAN TO 


YOU 


OMEDAY you may wear this key and when you 
do the initials C.L.U. will appear after your 
name in print—on your business card. 





It’s a very important designation, that of Char- 
tered Life Underwriter, and you earn it by proving 
that you qualify by experience, moral character 
and by long and thorough study of insurance and 
its many allied subjects. 


In order to earn your key, you must have passed 
demanding examinations in all forms of life and 
health insurance as well as in related areas of law, 
taxation, economics and finance. 


This means that the American College of Life 
Underwriters has found you qualified to give insur- 























ance advice and service precisely shaped to your 
clients’ needs—to solve complex problems of busi- 
ness and group insurance. 

Each year, more and more experienced life un- 
derwriters study for the C.L.U. designation. They 
do it because they are proud of their profession, and 
want to bring an ever higher degree of competency 
and skill to it. 


Metropolitan Life 
INSURANCE COMPANY 
A MUTUAL COMPANY 
1 Madison Ave., New York 10, N.Y. 
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DENISE LOR 

TV and Recording Star 

As a mother of two children, I 
cannot stress too highly the impor- 
tance of insurance in our lives 


Through insurance, my husband 
and I are safeguarding the future 
for our children. We know that 
when they come of age, the funds 
will be available to enable them to 
fulfill themselves, educationally and 
in other ways. Meanwhile, insur- 
ance guards us and our possessions 
against the unexpected. The feel- 
ing of security that one gets with 
insurance is something that can’t 
be evaluated solely.in terms of dol- 
lars and cents. 


DAVIS CUNNINGHAM 

Opera, TV and Concert Star 

I can buy the future for a pre- 
mium—that’s what I like about in- 
surance. For a small down payment 
right now, I can reserve a seat for 
the great performance that lies 
ahead. 

No matter what happens, I can, 
through insurance, be certain that 
my finances won’t keep me from 
enjoying those days ahead. My en- 
dowment policies will take care of 
me when that “future” comes, and 
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property insurance will stand by to 
prevent the effects of any catastro- 
phe that might wipe out my finan- 
cial stability. 

Therefore, whenever I can, | will 
expand the benefits due to me 
through my life policies. For in 
that way, insurance offers me a 
chance to expand my future, just 
as the future of opera is being 
expanded by the enjoyment of per- 
formances on television. 

For my part, the show couldn’t 
go on without insurance. 


JULES SYRKIN 

President, Lock-Rite Structures, Inc. 

A home and a garage are major 
investments for the average fam- 
ily. They are usually the result of 
long years of saving and planning. 
We recommend to the purchasers 
of our prefabricated structures 
that they protect their expendi- 
tures with insurance. The home is 
vital to healthy family life, and 
insurance is vital to the home 
buyer. The home building industry 
has always been a great advocate 
of and benefactor from insurance 
protection. 


JOHN L. McCAFFREY 

President, International Harvester 

Corp. 

My belief in the value of life 
insurance is based on two major 
considerations. First, I am for any 
program which encourages people 
to provide for themselves rather 
than look to some other person or 
agency—and life insurance does 
that. Second, I am sure that if we 
are to make progress, the habit of 
saving must be practised, in the 
future as in the past, and life in- 
surance is one of the finest ways to 
save. 


TERRY D. SCHRUNK 
Mayor of Portiand, Oregon 


I have long believed that the 
family unit has been and will con- 
tinue to be the most important 
segment in the makeup of our com- 
munities, states and nation. 

It follows then that any situa- 
tion or set of circumstances which 
might adversely affect this basic 
unit would in the final analysis ad- 
versely affect the community, state 
and nation. 

Life insurance, like fire and cas- 
ualty insurance, has given the head 
of the family unit the opportunity 
of providing immediate protection 
for his family in case of need, as 
well as providing the means of 
maintaining a suitable standard of 
living at some future date. 

Now more than ever, it is nec- 
essary that each family head rec- 
ognize and accept the responsibil- 
ity of providing an adequate 
insurance program to the end that 
the welfare of community, state and 
nation will be maintained at its 
present high level of economic 
stability. 


LISTER HILL 
U.S. Senator, Alabama 
Life insurance, like fire and cas- 
ualty insurance, has contributed 
Continued on page 56 
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immeasurably to the building of 
security for the American family, 
to the peace of mind of its bread- 
winner and to our country’s eco- 
nomic strength and stability. 

A life policy is more than just 
life insurance. It is a sound means 
of regular saving. To millions of 
American families their life insur- 
ance savings have provided such 
opportunities as business, farm and 
home ownership and education. 
Every day American families draw 
upon the savings accumulated 
through life insurance premiums as 
their only source of meeting finan- 
cial emergencies of many kinds. 


ROBERT S. KERR 
U. S. Senator, Oklahoma 


As to the value of life insurance, 
it gives me pleasure to say that I 
know of no sounder investment 
available to the average man, what- 
ever his vocation or profession, 
than a reasonable amount of life in- 
surance, based on his ability to pay. 


MILTON R. YOUNG 
U.S. Senator, North Dakota 


There is no question but that 
insurance in all of its ramifica- 
tions has added mightily and 
materially to the growth and 
strength of our nation. I have 
seen insurance in action and have 
benefited from it. 

In my mind Life Insurance 
stands out as most desirable. The 
institution of Life Insurance will 
continue to be an important factor 
in our American way of life, and 
will play a leading role in the 
economic life and development of 
America. It will continue its high 
standards and extend its financial 
help and benefits to an ever in- 
creasing number of Americans 
each year. 
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JOHN ROSENBLATT 
Mayor of Omaha 


The Insurance industry is of 
paramount importance to all Amer- 
icans because it stands as one of 
the few remaining bulwarks pro- 
tecting free enterprise against the 
creeping influence of the socialistic 
state. It enables a person to stand 
on his own two feet, to protect the 
health and security of his loved 
ones through his own foresight and 
judgment, rather than forfeiting 
his heritage of self reliance and re- 
sponsibility in dependence upon the 
assistance of governmental agen- 
cies. I am proud and happy that 
the city of Omaha has achieved a 
position of national prominence as 
a center for this vital industry. 


GUY LOMBARDO 

Orchestra Leader 

I have heard it said by some un- 
thinking persons that people in 
high income brackets do not need 
life insurance because their other 
investments amply provide for the 
future of their loved ones. I can 
honestly say that life insurance 
has been my first concern and my 
first investment. Naturally I have 
invested in other fields, too, but 
not before making sure that my 
family and loved ones were com- 


fortably taken care of by my in- 
surance. I believe our national 
prosperity depends in good part 
upon the manner in which we in- 
sure that after we—the wage earn- 
ers—pass on, the ones we leave be- 
hind will be well provided for. 


LEVERETT SALTONSTALL 

U. S. Senator, Massachusetts 

Our democratic form of govern- 
ment provides us with the founda- 
tion of security. The strength of 
this foundation depends on the 
confidence of our citizens, which 
in turn depends on their faith in 
the American institutions. 

High in the list of such institu- 
tions is our system of life insur- 
ance. It is one certain method which 
provides security for the future. 
Through life insurance we can be 
sure that those we love are cared 
for so long as they live. Through 
life insurance we can plan for our 
own independence in old age. 


KARL E. MUNDT 

U. S. Senator, South Dakota 

Life insurance provides protec- 
tion for loved ones during the pro- 
ductive years and safeguards the 
home in old age by securing the 
bereft against misfortune. As a 
means of investment, it encourages 
thrift. 


KATE SMITH 
Recording and radio singing star 
One way to insure a contented 
way of life is to first insure the 
tangible articles of life surround- 
ing man every day. The average 
man finds insurance the best 
method to approach the desired 
status of security for his family. 
Fortunately, he is able to select 
and choose from the many plans 
Continued on page 59 
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from the 
standpoint of 


COOPERATION 


Selling is a lonesome 
way to make a living. 
The cooperation an agent or 
broker gets from his field and 
home office management people 
can do much to make 
the job less lonesome and more 


productive. We’re cooperative. 


Life, Accident & Sickness, 


Pension Plans, Annuities 


o/\. 
RKSHIRE LIFE 


BERKSHIRE LIFE INSURANCE COMPANY «+ PITTSFIELD, MASSACHUSETTS * A MUTUAL COMPANY FOUNDED IN 185 
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Guarantee Mutual President R. E. Kiplinger discusses local sales situation with field representatives during Chicago meeting. 


REGIONAL SALES MEETINGS: 


Localizing a sales philosophy 


A company, like an indivi- 
dual, needs an operating phi- 
losophy with well-defined goals 
in order to make progress. 


Guarantee Mutual Life has such | 


a philosophy. 


Agents listen intently during ‘‘how-to-do-it’’ 
presentation in San Francisco meeting. 


Guarantee keeps its field 


organization up to date on Com- | 
pany activities and objectives by | 


holding 24-day Regional Sales 
Meetings in four or five key areas 
each year. Qualified agents are 


invited to attend and to partici- | 


pate in programs highlighted by 
panel discussions, question-and- 
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answer sessions and workshop 
demonstrations. 

These sales meetings give 
Home Office people a chance to 
know field representatives on a 
“‘first-name”’ basis —and to 
discuss face-to-face the sales 
outlook for the coming year, 
additions to sales portfolios, new 


Agents attending the Dallas meeting compare 
notes during a coffee break between sessions. 


policies and the story of Com- 
pany progress. Each individual 
agent can then align his personal 
goals with over-all Company 
objectives. 


Informal panel discussions such as this one in 
Omaha meeting give field representatives a 
chance to share experience and air their views. 


Such “agency-minded”’ plan- 
ning has built Guarantee Mutual 
into one of the nation’s outstand- 
ing modern insurance companies. 
Agencies open in the following cities: Chicago, 
St. Louis, Houston, Phoenix, Spokane, Odessa, 
Corpus Christi, Casper. Write to Floyd E. 
Reynolds, CLU, Superintendent of Agencies, 


Guarantee Mutual Life Company, 8721 Indian 
Hills Drive, Omaha 14, Nebraska. 
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Airlie 


MUTUAL LIFE COMPANY 
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President 
J. D. ANDERSON 
Exec. Vice-Pres. 


LIFE © ACCIDENT © SICKNESS * HOSPITALIZATION 
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offered, those which suit his needs 
best. This availability of choice is 
further proof of the validity of 
the insurance program. 


NORRIS POULSON 
Mayor of Los Angeles 


By its very nature, life is 
fraught with uncertainty and it fol- 
lows, therefore, that none should 
ignore the safeguards that are 
available to us. For the head of a 
family who wishes to provide for 
those dependent upon him, insur- 
ance is such a safeguard. It not 
only offers protection but it also 
has a certain psychological advan- 
tage that helps to alleviate the con- 
cern that recurs to men as they con- 
template the welfare of loved ones 
destined to survive them. In this 
fast-moving world, nothing is more 
important than making sure the 
future of those dependent on us. 
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WALLACE F. BENNETT 
U.S. Senator, Utah 


I bought my first life insurance 
policy as soon as I had my first 
steady job and I have encouraged 
my children to do the same. I con- 
sider life insurance a completely 
essential foundation for any in- 
vestment program as well as a 
necessary protection for a man’s 
family. 


AVERY BRUNDAGE 
President, U.S. Olympic Committee 


life 


over 


My first insurance was 
purchased forty years 
shortly after I graduated from the 
University and started to work 
Since then I have substantially 
increased the amount carried and 
from time to time have purchased 
large sums of term insurance in 
addition. 

Having paid all these premiums 
without any return one might con- 
sider this a poor investment. This 
would however, be a most errone- 
assumption. The assurance 
that loved ones will be cared for 
in the event of untimely death, not 
to speak of the accumulated cash 
values, leave the possessor of a 
life insurance policy in a much 
better frame of mind to face the 
world. 


ago 


ous 
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STEADFAST 


| 


Stuart’s portrait of our first 
president so well brings out 
Washington’s steadfast charac- 
ter. For 161 years the Provi- 
dence Washington has been 
steadfast in its loyalty to its 
agents and in its belief in the 
agency system. 


You do well 
when you sell 


PROVIDENCE 

WASHINGTON 
THE COMPANY WITH 

QUALITY + INTEGRITY + FRIENDLINESS 


20 Washington Place 
Providence 1, R. |. 





SIXTY GOOD YEARS... 


AND A FUTURE UNLIMITED! 


Atlantic Life 
INSURANCE COMPANY 
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MDDS 
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“| agree North American Reassurance 
is quite a help, Howard, but isn’t that 
a big statement?” 

“Well, remember when their field rep- 
resentative was here last week? He 
gave us the dope in a hurry on how to 
solve those three problem cases last 
month. So happened we retained two 
cases ourselves and ceded one to them.” 

“Hmmm, that's true . . . and their help 
is fast. Why, | phoned them about a 
highly rated case one morning last week 
and their decision was on my desk when 
| got back from lunch!” 

“And since you mentioned substand- 
ard, how about the way North American 
Re will accept facultative cases rated up 
to 1000%? How about the applications 
we had to turn down that they've re- 
vived for us?” 


“Ted, having our 
reinsurer Is like 
having two more 
top underwriters, 
at no cost!” 


“Now there’s a service that’s really 
had an effect on the agency force!” 

“Not to mention their advice on the 
recent revisions of our non-medical 
limits.and medical requirements . . . and 
all those special medical studies they 
publish, and...” 


“I'm convinced — 
except it may be 
three underwriters 
instead of two!” 


Our background in life reinsurance exclusively 
helps underwriters and other life company executives 

solve problems over a broad range. For two good samples 

for your copy of 

“Economic Hesitation in Life Underwriting,'’ by Vice President 
John R. Ward of North American Re—and yc 
Exclusively,’’ which outlines our many services. Simply address: 


—— NORTH AMERICAN 
Ps <n, REASSURANCE COMPANY 
161 East 42nd Street, New York 17, New York 


Regional Offices 
230 North Michigan’Ave., Chicago 1, lil. 
1509 Main Street, Dalias 1, Texas 
400 Montgomery St., San Francisco 4, Calif, 


Reinsurance Exclusively 
ACCIDENT & SICKNESS « 


of this background, send now 


yur copy of ‘Reinsurance 


Y, ° 
ance © 
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Everybody Praises 


Continued from page 5? 


WALTER BRENNAN 
Star of "The Real McCoys" 

We might look to the young peo- 
ple to see the importance of life 
insurance today. Years ago, they 
never gave insurance much 
thought. Payments, dividends, poli- 


cies, etc., were just a lot of mumbo 
jumbo to them. It was a subject 
for their fathers. They put off 
thinking about insurance until they 
too had reached middle age. 

But today, everything has 
changed. Most young couples plan- 
ning marriage make insurance plan- 
ning their first project when mar- 
ried. They consider it a necessary 
—but natural—step to take. Few 
of them ponder the benefits of in- 
surance and why they should buy 
it. Even fewer worry about wheth- 
er they can afford it. Insurance to 
young people is something they 
must find money for. The security 
that insurance offers is perhaps the 
strongest pull for young people. 
They know that it is the only way 
to lay the proper foundation for a 
successful marriage, home and 
family. 


FRED WARING 


Orchestra Leader of 
“Pennsylvanians” 


To me, life insurance is a com- 
mon-sense necessity of benefit to 
both young and old. Either as a 
means of investment and saving, 
or as a means of accepting one’s 
responsibilities in full, life insur- 
ance is as necessary as other fun- 
damental needs of present-day 
living. 
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THE MAN 
WHO SELLS 


It’s a rare prospect who can’t be served by the man who 
sells John Hancock. The John Hancock man is able to 
offer a range of individual coverages that meet every life 
insurance need. 


JOHN HANCOCK ... can sell more ... to more people 
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His complete, up-to-date portfolio includes outstanding 
benefits and features such as the Insurance of Insurability 
rider for clients who are under forty and the special allow- 
ance at attained age conversion of term to permanent plans. 
He can also provide the most modern Individual Personal 
Health and Group Life, Accident and Health contracts. 


It’s not surprising that the man who sells John Hancock 
gives better, more complete service — and gets substantial 
rewards for himself. 


MUTUALZ LIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 





You can count on Continental 
to write AsHon... 
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You’ll admit that deep-sea diving qualifies as a hazardous profession. But, if you want 


Accident and Health insurance for a diver-prospect, we’ll write it just as quickly as 


we will on the man whose greatest danger is a bar of soap in the bathtub. 


For information on any of our products and services, see your nearest Continental 


Agent or Branch Representative. 


For A&H agency appointments, write to: 
AGENCY DEPARTMENT 


Continental Casualty Compan 


310 SOUTH MICHIGAN AVENUE, CHICAGO 4 


A Member of the 


CONTINENTAL-NATIONAL 
GROUP 


Continental Assurance Company 
National Fire of Hartford 


Transportation Insurance Company 
Transcontinental Insurance Company 
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Non-Smokers Better Risks? 


(From London) An attempt by 
an English insurance company to 
assess whether non-smokers were 
a better insurance risk than 
smokers has been unsuccessful. 

A company spokesman reports 
“We thought there was a possibility 
that, like teetotallers, non-smokers 
were a better risk for auto insur- 
ance, for instance. But in the two 
years since we introduced special 
premiums for non-smokers I don’t 
think we have insured a single non- 
smoker. 

“Of the few people who applied, 
the majority were either too old 
or hopeless risks: One applicant, a 
man of 80, wanted car insurance. 
It is not worthwhile to continue to 
advertise the scheme, although we 
are still prepared to do it for any 
suitable person.” 

The company offered non- 
smokers a 5 per cent reduction on 
premium for auto insurance and 
10 per cent off for accident and 
sickness. The offer was made to 
members of the National Society 
of Non-Smokers, in the hope of 
gaining statistical proof of the 
value of not smoking. 


Newest Is Oldest 


Metropolitan Life announces a 
brand new telephone dialing sys- 
tem, but also admits it “somewhat 
resembles its earliest telephone 
communications system.” 

The innovation is “direct in- 
ward dialing” which permits out- 
side callers to dial any of Metro- 
politan’s 3700 extensions directly 
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without bothering the switchboard. 
Regular phoners and the Met’s 
employees who may have to phone 
from outside are being informed 
of the extension numbers they add 
after dialing the regular number. 

So, says the Met’s announce- 
ment in effect, we’re back where 
we started when each telephone in 
the home office was connected di- 
rectly to a telephone company cen- 
tral office. 


TODAY 


IN INSURANCE 


N.Y. Wins in Calif. 

In a leading opinion, a California 
District Court of Appeal has held 
that the New York Superintendent 
of Insurance, acting as a Liqui- 
dator, has the right to bring legal 
action in California to recover 
California assets, including realty. 

New York Superintendent Tha- 
cher was plaintiff in the action, 
involving liquidation of  Inter- 





Early Returns 

The first tabulation has been an- 
nounced from the Federal Health 
Benefits Act. This new law gave 


all U. S. government workers 
health insurance protection, paid 
for partly by federal funds. The 
law allows them each to select the 
plan they prefer; i.e. service type 
through Blue Cross, indemnity 
benefits through private insurance 
carriers, or protection in certain 
approved local group health pro- 
grams. 

The results: about 1,695,000 
federal workers joined the pro- 
gram. Of these, 935,000 continued 
coverage in Blue Cross-Blue Shield, 
450,000 selected the Indemnity 
Benefit Plan administered by 
Aetna Life, and 325,000 chose 
other types of approved plans. 

In a strange battle of news re- 
leases, both the “Blues” and the 
companies saw “victory” in these 
figures. Pointing out that their 
enrollment was “twice as large” as 
the indemnity program, the 
“Blues” saw in the numbers “re- 
markable evidence of the confidence 


that people have in the Blue Cross 
and Blue Shield organization and 
in the voluntary hospitals and 
physicians who sponsor these pro- 
grams.” 

From the other side, Aetna Life 
which runs the indemnity plan for 
130 reinsuring companies, called 
the totals “a very satisfactory 
start.” It pointed out that the 
indemnity plan enrolled more than 
twice the 200,000 previously in- 
sured, and that the Blues’ numbers 
“would remain virtually unchanged 
from the million employees covered 
prior to passage of the act.” 

On one point both sides agreed. 
A majority of all the workers 
covered selected high level-higher 
cost options instead of the low 
benefit-lower cost ones. The Blues 
took this as “indicating that 
federal workers share with the 
public at large a desire to have a 
comprehensive degree of coverage 
in preference to that of minimal 
standards and that people are pre- 
pared to pay the additional price 
for broader forms of protection.” 
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WASHINGTON TRENDS 


By PAUL WOOTON Member, Chilton Editorial Board 


YPICAL of the enterprise 
jy life insurance companies 
is the new study of the eco- 
nomic and social changes that 
may develop in the sixties. 

Regardless of the political 
party in power, national prob- 
lems will be much the same. 
The expanding population 
brings with it the need to pro- 
vide employment, housing, edu- 
cational facilities, urban re- 
newal, and new industrial ca- 
pacity. Scientific and techno- 
logical developments will make 
for sweeping changes. 

All such changes have an important bearing on the insurance 
business. Insurance companies are interested not only from the 
underwriting point of view but because developments have a bear- 
ing on the mortgage situation, the financing of utilities and all 
sorts of business and other activities. It may be necessary to de- 
vise new types of insurance. 

At any rate insurance companies must be well grounded in in- 
vestment philosophy. The object of the long range study is to 
make sure that private industry is doing its full part in every field 
so as to provide no adequate excuse for government encroach- 
ment. Aspects of government regulatory activities also are to be 
studied. @ 





BUSINESS SIDELIGHTS 


Business as a whole was moving sideways at the end of the sec- 
ond quarter but at a very high level. The situation is character- 
ized by mixed trends. The steel industry has slowed down much 
more than had been expected. On the other hand consumer spend- 
ing has increased and investments in plant and equipment are 
holding up well. It is noted, however, that steel inventories have 
reached a level where buying must start soon. 

Road building has not progressed as rapidly as expected but a 
pick-up there seems certain. A tendency to mark time is shown 
in many activities. 

Across the board there has been no decline, but disappointment 
is entertained in some quarters because there is not more zip in 
the economy, particularly at a time when the country is in a race 
with a system that is bending every effort to catch up with us. 

Satisfaction is felt because prices have remained stable and 
the budget is in balance. @ 





national Workers Order, Inc., a former Order which was dissolved 
fraternal insurer organized in by the New York Supreme Court 
on September 1, 1954, had sought 

City Terrace Lodge 253, Los to resist the Superintendent from 
Angeles, a subordinate lodge of taking title to certain real estate 


New York State. 
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of the subordinate lodge in Los 
Angeles. By unanimous opinion, 
the District Court of Appeal, 
Second Appellate District in Los 
Angeles on May 27 reversed a 
lower court decision which had 
dismissed the Liquidator’s com- 
plaint. 


Another Million for Ads 


NAIA has, for the third year 
running, raised more than $1 mil- 
lion from its members for its na- 
tional advertising campaign. That 
was reported to the executive com- 
mittee of the NAIA (National As- 
sociation of Insurance Agents). 

Earlier at its midyear meeting, 
NAIA’s board of state directors 
had approved an ad program up 
10 per cent to $1,285,000 for 1961. 


Seeking the “Lost” 


Life and Casualty of Tennessee 
has begun a campaign to return 
$1,077,896 to more than 50,000 
“lost” policyowners, says President 
Guilford Dudley Jr. The special 
campaign is a systematic search 
by 2,500 Life and Casualty field 
men for the owners of unclaimed 
funds resulting from matured paid- 
up endowments. 

Field personnel were furnished 
lists of names whose last known 
addresses were in their vicinity. 
All Home Office departments are 
processing inquiries and payment 
is on a rush basis. 


More Longer 


Average length of life of the 
American people reached a new 
high of 69.7 years in 1959, report 
statisticians of Metropolitan Life. 
The previous high—69.6 years— 
was registered in 1954 and also in 
1956. In 1958 it was 69.5 years. 
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28 Per Cent to Go 


More than 127 million Americans 
—72 per cent of the civilian popula- 
tion—had health insurance at the 
end of 1959, the Health Insurance 
Council reports in its 14th annual 
survey of voluntary health insur- 
ance coverage in the United States. 

The Council said both the num- 
ber of persons covered by health 
insurance and the amount of bene- 
fits paid reached new highs last 
year. Health coverage increased by 
4.8 million during 1959 to reach a 
total of 127,896,000 persons. 

Benefit payments by all health 
insuring organizations amounted in 
1959 to more than $4.3 billion, up 
$400 million over 1958. In addition, 
persons with loss-of-income policies 
received $838 million in benefits 
from insurance companies to re- 
place income lost through dis- 
ability. 

Thus, a grand total of $5,175,- 
000,000 in health benefits were 
distributed during 1959, up 10.9 
per cent over 1958. 


Up 3 Per Cent 

Aggregate life insuranee pur- 
chases for the first six months of 
1960 were $35,171,000,000, up 3 
per cent from a year ago, reports 
Life Insurance Agency Manage- 
ment Association. 

In this half year, ordinary life 
bought accounted for $25,579,000,- 
000, approximately the same as last 
year. Industrial life insurance pur- 
chases represented $3,494,000,000 
of this year’s six month total, down 
1 per cent from last year, while 
new group life amounted to $6,098,- 
000,000, an increase of 21 per cent 
from the first six months of last 
year. 
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IN INSURANCE 


CAPITOL HEADLINES 


Motorists convicted of traffic violations resulting in the sus- 
pension of their licenses will be listed in a national register next 
year. Congress approved a measure calling for the list. The 
register would list names of drivers who lose their licenses either 
for drunken driving or upon conviction of a traffic violation result- 
ing in a fatality. Government officials agree that it could be a use- 
ful device in attaining wide reciprocity in enforcing traffic laws. 


Office of Civil and Defense Mobilization coordinated methods and 
materials of the nation’s firefighters through a series of four 
seminars this summer. The seminars were conducted in four dif- 
ferent cities, giving fire defense leaders throughout the country 
an opportunity to attend. The meetings were organized on the rec- 
ommendation of the National Fire Defense Advisory Committee. 
The NFDAC is also seeking to develop a model guide for state, 
county and local fire defense. 


Export-Import Bank reports U. S. exporters are showing remark- 
ably high interest in its short term credit guarantee program. Lat- 
est figures show 46 agreements have been signed since the pro- 
gram’s start on May 23. The Bank’s liability, ranging up to 90 
per cent of total shipment value, has reached $25 million. Under 
the program, Export-Import Bank guarantees against so-called 
political risks and relies on private insurance firms to provide 
credit risk coverage. Despite growing demand for these agree- 
ments, private insurers have shown reluctance to participate. 


A new automobile safety device has been called for by Rep. 
Joseph W. Barr, Indiana. The congressman’s bill, if passed, would 
require cars to be equipped with an automatic flashing red light 
to indicate when the driver is slowing down but has not yet hit 
the brakes. It would supplement tail brake lights. Rep. Barr 
believes the device would help curb the rate of accidents and rear- 
end collisions and reduce costly whip-lash injuries. 


Environmental radioactivity data from the vicinity of Atomic 
Energy Commission installations will be available to insurance 
men in the form of quarterly and annual reports. AEC will 
compile the reports based on monitoring programs around plants 
and laboratories where radioactive surveys are required. The 
reports will also be submitted to the U. S. Public Health Service 
for study. 


The plan to reopen National Service Life Insurance to World 
War II and Korean veterans is now before the House in bill form. 
The bill was introduced by Rep. Newell George. George said that 
many veterans, because of personal circumstances, were not able 
to take advantage of the insurance while they were in the service. 
The bill stipulates those subscribing would have to pay an addi- 
tional amount for administrative costs. 
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IN INSURANCE 
Continued 


More Non-Surgical Over 65 


More of our older citizens are 
hospitalized for non-surgical than 
for surgical conditions. As they 
advance in age, both their hospital 
admission rate and their average 
length of hospital stay increase. 

Statisticians of Metropolitan Life 
made these findings in a study 
of active, retired, and permanently 
disabled personnel of the Metro- 
politan covered by the company’s 
group insurance program. 

Among men, the annual inci- 
dence of hospitalization for surgical 
conditions increased from about 
70 per 1,000 at ages 60-64 to near- 
ly 80 per 1,000 at ages 75 and 
over. For non-surgical conditions, 
the admission rate was 87 per 
1,000 at ages 60-64 and 106 per 
1,000 at ages 75 and over. 

For women in the same age 
groups, the annual admission rates 
increased from 45 per 1,000 to 57 
for surgical conditions, and from 
28 to 80 per 1,000 for nonsurgical 
conditions. 


NALU at 75,000 


Membership in the 804 local life 
underwriter associations currently 
affiliated with the National As- 
sociation of Life Underwriters 
reached 75,592 on June 30. This is 
an all-time high for this date and 
2,836 ahead of the June 30, 1959, 
tally. 


Agents Not Liable 


U. 8. Judge Waldo Rogers has 
ruled that two Las Cruces, N.M., 
insurance agents are not liable to 
their company for a $79,000 sum 
paid by the carrier to a Las Cruces 
motel partly destroyed by fire early 
this year, it was reported June 30 
from Albuquerque. 

The carrier had issued a builders’ 
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risk policy to John Farrell of 
Amarillo owner of the Farrell 
Manor Motel at Las Cruces, which 
was damaged by fire Feb. 4, 1960, 
while still under construction. The 
company paid Farrell $79,000 for 
the loss, but contended that its Las 
Cruces agents had been negligent 
in “not writing a proper policy.” 

Company officials contended they 
had been led to believe at the time 
the policy was written that the 
motel was not under construction 
and that its total value when com- 
pleted would not exceed $300,000. 
Actually, the motel was under con- 
struction when the policy was 
written, the suit contended, and 
the value of the motel when com- 
pleted was to be $500,000.—Moun- 
tain States 


Life Bill Set in S.D. 


A revised bill setting qualifica- 
tions for life agents in South 
Dakota has been approved by the 
Government Miscellany Subcom- 
mittee of the Legislative Research 
Council. 

The measure, which will be sub- 
mitted to the full State Govern- 
ment Committee of the LRC for 
approval in September, would add 
to the present licensing law a 
written test and further qualifica- 
tions. 

The bill is similar to the one that 
failed to pass the 1959 Legislature 
except that it provides a grand- 
father clause for present agents 
and also provides for apprentice 
licenses. — Mountain States 





And in the Future 


August 24-27—Convention, Federation of 
Insurance Counsel, Bellevue-Stratford Ho- 
tel, Philadelphia. 

September 1|1-14—National Association of 
Mutual Insurance Companies, Olympic 
Hotel, Seattle, Wash. 

September |1-16—International Union of 
Marine Insurance, Shoreham Hotel, 
Washington, D. C. 

September |1!-16—National Association of 
Life Underwriters, Statler Hotel, Wash- 
ington, D. C. 

September 12-15—International Associa- 
tion of Fire Chiefs, War Memorial Audi- 
torium, Rochester, N. Y. 

September 14-16—Annual Meeting and 
Seminar, Chartered Property & Casualty 
Underwriters, Detroit, Mich. 

September 18-2!—International Claim As- 
sociation, Whiteface Inn, Whiteface, 


N. Y. 

September 21-23—Life Insurance Advertis- 
ers Association, Essex House, New York. 

September 26-28—Annual Conference, Life 
Office Management Association, Royal 
York Hotel, Toronto. 

September 26-28—National Fraternal Con- 
gress, Queen Elizabeth Hotel, Montreal. 

September 26-28—National Association of 
Insurance Agents, Atlantic City, N. J. 

September 26-30—43rd annual conference, 
Association of Superintendents of Insur- 
ance of Canada, Chateau Frontenac, 


Quebec. 


September 28-30—Annual meeting, Society 
of Actuaries, Edgewater Beach Hotel, 
Chicago. 

October 9-15—Fire Prevention Week. 

October 10-1!—-Annual meeting, Confer- 
ence of Actuaries in Public Practice, 
Sheraton Blackstone Hotel, Chicago. 

October 10-12—-Systems Meeting, auspices 
Systems and Procedures Association of 
America, Hotel Commodore, New York. 

October 10-14—55th annual meeting, Amer- 
ican Life Convention, Edgewater Beach 
Hotel, Chicago. 

October 17-21—48th annual National Safety 
Congress, Chicago. 

October 19-2I—Annual meeting, Associa- 
tion of Life Insurance Medical Directors, 
Hotel Statler-Hilton, New York. 

October 24-26—Convention, National As- 
sociation of Mutual Insurance Agents, 
Washington, D. C. 

October 24-26—53rd annual convention, 
California Association of Insurance 
Agents, Sheraton-Palace Hotel, San Fran- 
cisco, 

November 2-4—Annual meeting, Institute 
of Home Office Underwriters, Statler 
Hotel, Washington, D. C. 

November 14-17—Annual meeting, L&AMA, 
Edgewater Beach Hotel, Chicago. 

November 28-December 2—National Asso- 
ciation of Insurance Commissioners, Com- 
modore Hotel, New York. 

November 30—46th annual luncheon, Insur- 
ance Federation of New York, Inc., Wal- 
dorf-Astoria, New York. 
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CUTLER-HAMMER, INC., LINCOLN 
DESIGNER—ENGINEER— BUILDER 
THE AUSTIN COMPANY, CLEVELAND 


SAFEGUARDS ITS PROPERTY WITH 


ADT Chitomitlic PROTECTION 


Selected by FACTORY magazine as 
one of the nation’s Top Ten for 1959, the 
new Cutler-Hammer low-voltage distri- 
bution apparatus plant is a model of 
clean building lines and uncluttered 
working space—with plenty of growing 
room. 

Automatic operations within the 300,- 
000 square-foot plant are used wherever 
possible, even to safeguards against fire 
and intrusion. 

ADT Sprinkler Supervisory and Water- 
flow Alarm Service maintains a continu- 
ous, automatic check on water supply to 
the sprinklers and will automatically 
summon fire fighters in case of fire. In 
unsprinklered plant areas, ADT Aero 


Automatic Fire Alarm Service will auto- 
matically detect and report a fire in those 
vital first few minutes. Failure of Cutler- 
Hammer watchmen to signal while on 
patrol will result in prompt investigation. 
ADT SERVICE CAN HELP YOU, TOO... 


Whether your project is old or new, 
sprinklered or unsprinklered, there is an 
appropriate ADT Automatic Protection 
Service to meet every requirement. An 
ADT specialist will show you how com- 
binations of automatic services can safe- 
guard property, profits, and employees’ 
jobs, at lower cost than other, less effec- 
tive methods. Call the ADT sales office 
listed in your phone book; or write to our 
Executive Office. 
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Bach Sells by "Free Energy’ 


One of our country's outstanding life insurance agents 
recounts how his "free energy salesmanship" leads him 
to millions in sales each year.—By Karl Bach* 


*Total sale figures for Karl Bach 
have not been revealed. But we do 
know he was the first agent to sell 
more than $5,000,000 in life in- 
surance in one year for Penn Mu- 
tual. That was some time ago and 
he has probably improved since 
then. 

Karl Bach came to the United 
States from Germany in the midst 
of the depression. He sold brushes 
for a while. Then he turned to life 
insurance. Now at 42, he has writ- 
ten a book “How I Sell $12,000,000 
of Life Insurance, Year After 
Year.” 


With permission from the pub- 
lisher, Pacific Books, THE SPECTA- 
TOR reprints here the first two 
chapters of that book. 


HEN you fill a teakettle full 
W\ of cold water and put it on a 
hot stove there are two ways to 
describe what happens. 

You can say that the stove forces 
heat into the water. Or you can 
say that the water draws or pulls 
heat from the stove. 

The salesman is the stove. The 
teakettle is the prospect. The cup 
of tea that you make with the boil- 


ing water is the profit on the sale. 

Let’s say that it is a coal stove 
that we have. The energy to heat 
the water has been in the coal 
millions of years, but it hasn’t 
been heating anything. You have 
to set fire to the coal. The fire 
liberates that energy, sets it free 
so it can go to work. Isn’t it thus 
with fissionable material? 

That’s the simple principle of 
free energy salesmanship. You 
have a hot salesman, a cold pros- 
pect, and a sale to be made for 
profit. 

When the sale is made the pros- 





1959 Mark 


The following article is excerpted 
from a statement of the chairman, 
H. A. Walters, at the annual meet- 
ing of the British Insurance Asso- 
ciation. The Association represents 
more than 250 companies transact- 
ing over four-fifths of Britain’s in- 
surance business. Mr. Walters 
speaks for the British insurance 
market on some of the outstanding 
features of last year’s business. 

In the British tradition, the BIA 
represents all lines of insurance, 
property protection as well as life 
insurance. However, since it repre- 
sents “companies,” BIA does not 
include figures from the individual 
underwriters which make up 
Lloyds. 


BELIEVE that insurance com- 
panies are playing an important 
part in the battle against what the 
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for British 


Home Secretary recently described 
as the three main enemies of so- 
ciety today. Namely, fire, crime 
and road accidents. 

One of the main features of the 
insurance scene at home was the 
quite exceptionally bad fire wastage 
which at £44 million material dam- 
age was the highest ever recorded. 
To this sum must be added a sub- 
stantial amount in respect of in- 
surance payments under conse- 
quential loss policies which help 
industries return to production 
again after a fire. The previous 
highest total was £27% million in 
1955. The figure for 1958 was £24 
million. 

Of the increase of £20 million in 
the wastage compared with 1958, 
no less than £18% million occurred 
between May and October, a period 
officially recorded as the driest in 
England and Wales since 1750. 


Companies 


The drought was responsible for 
many more farm and heath fires, 
but the particularly disturbing fea- 
ture was the large proportion of 
the total damage that was caused 
by a few really big factory fires. 
Thus three fires caused one-fifth, 
six caused one-fourth, and sixteen 
caused one-third of the total wast- 
age. These large fires are often 
the result of the increased capac- 
ity and activity of factories today. 
Their extensive unbroken areas, 
attractive though they may be to 
the factory owner so long as pro- 
duction is uninterrupted, create 
very serious problems for their in- 
surers. 

The nation cannot afford this 
loss of wealth and productive ca- 
pacity. I believe that industry will, 
as much in its own interests as in 
those of the insurers, have to pay 
more attention to providing ade- 
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pect becomes a customer. But if 
the customer doesn’t return for 
another cup of tea, then you have 
not made a client out of that cus- 
tomer. 

Sales make money. But you have 
to have clients if you want to get 
rich, The gravy is the successive 
or “repeat” sales. 

You can also put a hot teakettle 
on a cold stove. But if you do, 
then the water will get cooler with- 
out the stove getting much 
warmer. And that is no way to 
make hot tea. But I think you will 
agree that when the kettle touches 
the stove, and the stove is already 
hot and ready for its job, the water 
begins to draw upon that heat. 

The salesman has to have free 
energy. He has to cause the pros- 
pect to draw that energy from him. 
You will see that I am sold on that 
idea expressed in my slogan, “T 
don’t sell insurance, I help you 
buy it.” 

My concept of free energy ap- 
plies to a prospect who realizes a 
need, and then keeps on drawing 
upon the salesman for more and 

Continued on page 8 





quate fire breaks and thereby limit- 
ing the value of goods exposed to 
destruction in any one fire. 

Insurance companies engage in 
the battle against fire in four main 
ways. Fire insurance surveyors are 
continually inspecting premises, 
and advising on fire precautions, 
whilst at the same time the com- 
panies have a differential premium 
structure. This gives strong finan- 
cial incentives to policyholders to 
take preper prevention measures. 

Secondly, the companies founded 
in 1935 the Fire Research Station 
at Boreham Wood, and now share 
its cost with the government. This 
station provides much valuable new 
information about the behavior of 
materials when exposed to fire and 
the best techniques of fire fighting 
and fire protection in buildings. 

In the third place, in order that 
the community might derive the 
utmost benefit from this research, 
the Fire Protection Association 
was formed by the companies. This 
is a national center to formulate 
codes of practice for fire protec- 
tion, and to give advice on prob- 

Continued on page 90 
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NEWS TRENDS 


Insurance Building Facts 


MONTPELIER, VERMONT. National 
Life of Vermont will occupy its 
new home office July 11 and will 
hold open house for the public on 
September 17 and 18. Formal dedi- 
cation ceremonies are scheduled for 
October 11. 

LINWOOD, NEW JERSEY. Pruden- 
tial dedicated its new Mainland 
Building on May 11. President Car- 
rol M. Shanks sealed a time cap- 
sule in a marble pedestal topped 
by a bronze replica of the Rock of 
Gibraltar. Capsule will be opened 
during Atlantic County’s bicenten- 
nial in 2037. Building has 200,000 
sq. ft of usable space. Architects: 
Frank Grad and Sons. 


NEW YORK, NEW YORK. Guard- 
ian Life of America has begun con- 
struction on addition to its home 
office building. Dedication cere- 
monies are being held during the 
company's Centennial anniversary 
meeting in July. Completion: Spring 
of 1961. Three-story split level build- 
ing is of reinforced concrete with 
large plate glass area outside and 
aluminum spandrels. 25,000 ft. per 
floor. Provision for additional stories 
as needed. 


WASHINGTON, D. C. The new 
headquarters building of the Na- 
tional Association of Life Under- 
writers will be officially dedicated 
September 11, opening day of the 
NALU convention. Ceremonies will 
include a tour of the building fol- 
lowed by a reception and tea for 
convention registrants. 

CHEVY CHASE, MARYLAND. Gov- 
ernment Employees Insurance dedi- 
cated its new operations office 
building on June 17. 

CHICAGO, ILLINOIS. Zurich-Amer- 
ican has leased eight of the 24 floors 
of the LaSalle-Jackson Building 


KANSAS CITY, MISSOURI. John 
Hancock will erect a seven-story 
building in the Country Club 
Plaza section. Completion: Sum- 
mer of 1962. Architects: Skid- 
more, Owings & Merrill, New 
York; associate, Edward W. Tan- 
ner & Associates of Kansas City. 


now under construction in the city’s 
loop area. Occupancy by the com- 
panies’ head office and Chicago 
branch is scheduled for July, 1961. 
The firm initially will use 110,000 
sq. ft with the balance of the 
leased space sublet. 

COLORADO SPRINGS, COLORADO. 
Academy Life Insurance recently 
moved into its own home office 
building, doubling space previous- 
ly occupied. 

OAKLAND, CALIFORNIA. Califor- 
nia Life broke ground this month 
for an addition to its home office 
building. Completion: March 1961. 
Structure will have a basement and 
two floors with provision for add- 
ing a third floor when needed. Cost: 
over $350,000. @ 


NEW ORLEANS, LOUISIANA. 
Ground-breaking ceremonies were 
held in June for the John Hancock 
building at Lee Circle. Comple- 
tion: Spring of 1961. Vice Ad- 
miral John L. McCrea baa Han- 
cock vice president officiated at 
program attended by civic and 
business leaders. 
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How to Talk Back to a Computer 


IKE to beat a beatnik at his 
ki own jargon? Then pick up a 
few phrases of “computerese” to 
throw around. It will make the 
beatniks sound like sick, man, sick. 


Glossary of Terms 


To help you dig this new and 
mysterious cant for computer us- 
ers, the Minneapolis - Honeywell 
Regulator Company offers a little 
booklet called “Do You Talk ‘Com- 
puterese’?” The pocket size glos- 
sary was compiled by E. A. Mur- 
phy, Jr., staff editor of the com- 
pany’s magazine. Its purpose is to 
make computer language more in- 
telligible to the layman. The author 
defines some 82 terms used by the 
engineers who work on industrial 
process computers. 


A computer, it seems, is “any 
device capable of performing cal- 
culations, i.e., carrying out trans- 
formations of information.’ The 
booklet then explains how a process 
control computer functions, but 
you’ll need the dictionary to under- 
stand it. 


Instructions for Instructor 


Mnemonic code, for instance, is 
a list of computer instructions 
written in a form which can be 
remembered easily by the persons 
who program them. A binary coded 
decimal, the glossary explains, is 
a system of representing decimal 
numbers, while a binary scale is a 
numbering system whose simplicity 
makes it ideal for computers, 
which, let’s face it, “are highly il- 


literate devices.”” Radix is simply 
the numbering system’s base. 

As for a bit, they don’t mean 
what you stick in a horse’s mouth. 
It’s short for binary digit, of which 
there are two—0 and 1—used in 
converting a decimal number into 
a binary number. For example, the 
decimal numbering system uses 10 
marks (0 through 9), thus having 
a radix (or base) of 10. The binary 
system, using two marks, has a 
radix of 2. The decimal number, 
296, becomes 100101000 (made up 
of 9 bits) in the binary numbering 
system. This, says the dictionary, 
makes sense after you read the defi- 
nition for binary scale. (Editor’s 
note: It does ???) 

If you thought an address was a 
house number, guess again. In 
“computerese,” it’s a label that 





AETNA LIFE, Hartford, has com- 
pleted purchase of approximately 
70 per cent of the stock of Excel- 
sior Life of Toronto for more than 
$5 million. Home office will remain 
in Toronto and company will con- 
tinue as an autonomous operation. 

INDIANA INSURANCE has been re- 
organized to bring the company 
under the provisions of the Indiana 
Insurance Law. Previously the 
company operated under a special 
law in effect since its founding in 
1851. Its capital account has been 
increased from $300,000 to $750,000 
by payment of a stock dividend. 

MISsouRI FIDELITY LIFE has been 
licensed to do business is Missouri 
as a legal reserve company. It was 
originally licensed in 1959 as a 
stipulated premium company. To 
operate on a legal reserve basis, the 
company’s capital and surplus have 


Company News 


been increased from $50,000 to 
$250,000. 

OLD SECURITY CASUALTY, Kansas 
City, Mo., has been authorized to 
operate in Missouri under a multi- 
ple-line charter. Initial writings 
will be confined to auto physical 
damage. Applications are pending 
in other states. 

MANHATTAN LIFE has been ad- 
mitted to West Virginia, and is 
now licensed in 43 states and the 
District of Columbia. 

SPRINGFIELD LIFE, Brattleboro, 
Vt., has been licensed in Pennsy]l- 
vania. 

APPALACHIAN NATIONAL LIFE, 
Knoxville, Tenn., has become a 
member of the Life Office Manage- 
ment Association. Company is li- 
censed in Indiana, Tennessee, Vir- 
ginia, and Alabama. 


SOUTHERN GENERAL, Atlanta, 


Ga., has become a member of Gen- 
eral Acceptance Corporation. The 
fire and casualty firm reported 
written premiums of over $3 mil- 
lion for 1959, and operates in nine 
states. 

STANDARD SECURITY LIFE, New 
York, is now licensed in 13 states 
with applications pending in sev- 
eral more. Company started as a 
direct writer, but has recently be- 
gun to set up general agencies and 
to license agents. 

MUTUAL TRUST LIFE of Chicago 
has been licensed in Utah and now 
operates in 22 states. 

UNITED STATES LIFE has been ad- 
mitted to Alabama, and now oper- 
ates in 40 states and several for- 
eign countries. Life in force now 
exceeds $1.5 billion. 

CHESAPEAKE LIFE of Baltimore 
has been. admitted to North and 
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identifies for the computer a spe- 
cific location in its memory where 
certain information is stored. A 
drum isn’t something to beat, but 
a rotating cylinder used to store 
information in machine language. 
Nor is gate an entrance, but a cir- 
cuit with one output. Information 
sent out by the computer is de- 
signed so that the output is ener- 
gized only when certain input con- 
ditions are met. 


Varied Arithmetic 


Patch? Not mending material, 
but a section of coding—language 
that can be understood and handled 
by the computer—which is inserted 
in a set of instructions to correct 
a mistake or alter the machine’s 
routine. Don’t err in thinking 
there’s only one kind of arithmetic. 
In the computer world, there’s 
“double precision arithmetic,” 
“multiple precision arithmetic,” 
“floating point arithmetic,” “in- 
ternal arithmetic” and “fixed point 
arithmetic.” ‘“Computerese”  ex- 
plains them all. Minneapolis- 
Honeywell offers single copies of 
the booklet free.@ 





South Carolina, and Indiana. Com- 
pany is entered in nine states. 

First NATIONAL LIFE, Phoenix, 
has been approved in Indiana, the 
15th state to which it has been 
admitted. 

NATIONAL BOARD OF FIRE UNDER- 
WRITERS now has a membership of 
199 companies. New members are 
Anchor Casualty, Associated In- 
demnity Corporation, Massachu- 
setts Bay, Queen City, and Western 
Casualty and Surety. 

LIFE OFFICE MANAGEMENT AS- 
SOCIATION has added 10 companies, 
bringing its total membership to 
386. The addition of Transwestern 
Life of Reno makes Nevada the 
47th state to be represented in the 
organization. 

NATIONAL ASSOCIATION OF Mvu- 
TUAL INSURANCE COMPANIES has 
added 21 companies as members. 


| NEWS TRENDS __| 
Life Assets Pass $8 


Billion in Canada 


SSETS of Canadian life insurance companies rose by 6.6 per 
A cent during 1959 to a total of $8,023 million, according to the 
Dominion Mortgage and Investments Association. Assets of mem- 
bers of this association represent 99 per cent of total assets of all 
Canadian life insurance companies. During the past ten years, 
assets of the companies have gone up by more than 87 per cent. 

Investments in mortgage loans continued to show the greatest 
gains, rising during 1959 by $251 million (9.7 per cent) to a total 
of $2,841 million. This compares with an increase of $174 million 
in the previous year. Mortgage loans now represent 35.42 per cent 
of the Canadian life companies’ total assets. 

Mortgages on residential properties accounted for approximately 
84 per cent of all mortgages. Of total loans approved during 1959, 
those on new construction accounted for 69 per cent, compared 
with 70 per cent in 1958. With the continued increase in costs of 
land and construction and the trend to larger homes, the average 
loan approved on new single dwellings was $12,056, compared with 
$11,730 in 1958 and up by one-third during the past five years. 

At the end of 1959, interest rates on conventional mortgages 
on quality risks in Canada ranged from 7% per cent to 7% per 
cent. This compares with an average of 634 to 7 per cent a year 
earlier. For National Housing Act insured loans, the 6 per cent 
interest rate fixed in January 1957 was raised to 634 per cent 
on December 18, 1959. 

Higher interest rates resulted in increases in holding of all gov- 
ernment bonds. Total invested in Dominion government bonds— 
which had dropped from 22.25 per cent of total assets in 1949 
to 4.14 per cent in 1957—rose to 4.58 per cent in 1958 and 4.73 per 
cent in 1959. During 1959, investment in provincial government 
bonds rose by $52 million, municipal bonds by $29 million and hold- 
ings of corporation bonds by $35. million. 

Policy loans increased by $24 million during 1959, investment 
in real estate was up $11 million, while stock holdings rose by $40 
million. 

Below we show dollar distribution of assets of Canadian life 
companies for 1959, 1958 and 1949 and percentages of each class 
to total assets. 


DISTRIBUTION OF ASSETS OF CANADIAN LIFE COMPANIES 


Dollar distribution 
(In millions of dollars) 


1959 1958 1949 1959 1958 1949 
% % % 


Dominion $379 $345 $954 4.73 4.58 22.25 
Provincial 373 321 231 4.65 4.26 ° 
Municipal 381 352 138 4.75 4.68 

Other 441 433 625 5.49 5.75 


Total Governments 1,574 1,451 1,948 19.62 19.27 


Percentage distribution 


Government bonds 


Additions bring total membership Corporation bonds 2,260 2,225 1,022 28.17 29.57 
to 1,305 companies. Stocks 404 364 245 
4 . Mortgages 2,841 2,590 678 
CITIZENS NATIONAL LIFE, Indian- Real estate 266 255 42 
i s Policy loans 389 365 189 
apolis, has declared a 10 per cent oun 389 8 162 
stock dividend, third consecutive = a: ‘ : : Bec 
year in which stock dividends have Total 8,023 7,526 4,26 Y 100.00 1€0.00 


been paid. @ Continued on page 92 
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Shopping 
fora 
low-cost 
simplified 


Small group 
pension 
plan? 


Call Nationwide NOW. « «for full information about the most 


exciting new Group Annuity Plan ever offered! Designed especially for small busi- 
ness firms (as few as three employees), Nationwide’s Retirement Security Plan re- 
duces administrative costs, puts premium dollars to work for benefits. Benefits for 
key stockholder-employees up to $96,000 cash, or up to $670 a month after retire- 
ment, with rates and benefits guaranteed for life. Simplified administration... 
no trust agreements,,.no individual policies mean satisfied employers. For you— 
liberal original commission plus renewal fees. Fifty skilled specialists in the field to 
bring you local, qualified service. 

Contact Nationwide now! Call ae Sag 

collect or write: Bob Vanderbeek, ATIONWIDE 
Pension Sales Manager, 246 North ica eal gen 

High Street, Columbus 16, Ohio, — 

Phone: CApital 8-4711. 





Nationwide Life Ins. Co./ Nationwide Mutual Ins. Co./home office: Columbus, Ohio 
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INVESTMENTS 


Our View from a High Plateau 
or How to Use a Hornet's Nest 


' 


A single, driving purpose can bring good 


results, both for bees and business 


By Ervin L. Hall, partner, Davis & Hall, 


RANDFATHER Brown and 

his young grandson were driv- 
ing a farm wagon along a winding 
sroad. Grandfather was quite adept 
with the long whip he carried, us- 
ing it more for enjoyment than to 
stimulate the horses. He would 
fleck a fly off the horse’s back with- 
out disturbing the horse. He would 
snap off the head of a flower along 
the road, or a leaf from a tree. 

All this fascinated the little 
grandson. Soon the boy spotted a 
hornet’s nest hanging from a limb. 
“Grandfather,” says he, “how 
about flecking off that hornet’s 
nest?” “No sir, boy. A horsefly is 
just a horsefly, and a dandelion is 
just a dandelion, but that hornet’s 
nest is an active organization.” 

An active organization can do 
things whether in business or 
among insects. We all know an ef- 
fective organization is a real asset 
to any company—almost a guar- 
anty of success. Intelligent com- 
petition doesn’t underestimate it 
any more than Grandfather Brown 
underestimated the potency of the 
hornet’s nest. 

A well set up top management 
team has a vital interest in its ac- 
complishments and its authority 
reaches into all important divisions 
of the company. The hornets also 
have a single purpose, to develop 
and protect the hive. These in- 
stincts pay off handsomely in busi- 
ness. 

In making our investment com- 
mitments, we usually benefit by 
selecting the stocks of the com- 
panies most vigorously managed, 
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Investment Management 


even though others may be more 
glamorous. Many new companies 
frequently catch the headlines be- 
cause of a new development or a 
new product. The driving force 
may be an active and resourceful 
individual, but with little organiza- 
tion behind him. We have all known 
cases where the removal of an im- 
portant figure has seriously in- 
terrupted the progress of a com- 
pany. That progress may take 
years to re-establish. 


Left in Backwash 


Then there are the older com- 
panies that have a semblance of an 
organization but where top man- 
agement has become complacent. 
These situations are usually recti- 
fied in time, but in the process 
an investment in such a company 
is likely to be uninspiring if not a 
poor risk. Time moves faster than 
the management and leaves the 
company in the backwash of its 
competitors. These companies are 
hunting grounds for others look- 
ing for men of ability who need 
the stimulant of an active organi- 
zation. 

Management has always been 
one of the most vital factors in the 
success of a business. But in the 
competitive domestic and interna- 
tional markets of today, an alert 
active management becomes even 
more important. We are not only 
in a local but also a worldwide 
economic battle that is likely to be 
intensified. 

The problems that arise from 
this competitive race are many. To 


make matters worse, they change 
from day to day. The problems .we 
face today may be entirely differ- 
ent six months from now. 

It is because of these shifting 
economic winds that it is difficult 
to plot an investment course with- 
out constantly checking the future. 
This has always been necessary in 
the past but is becoming more so 
every day. 

Let’s look at the present state of 
affairs. Business has been going 
through a moderate declining 
phase after the prophecies for 1960 
proved to be a little too optimistic. 
The over-all activity of business, 
however, can only be classified as 
good. 

The problem is whether we will 

continue to move along the “high 
plateau,” as the Federal Reserve 
sank of New York puts it, for 
some time yet, or move out of it. 
And if we move out of it, in what 
direction will we go? The Federal 
Reserve seemed to think in July 
that the outlook was favorable for 
some further expansion of eco- 
nomic activity. 

Whether or not the economy is 
stimulated as the year goes on, we 
will have new problems to face. 
First, let’s consider some adverse 
trends. 

Many of you have no doubt no- 
ticed that profit margins are grad- 
ually being squeezed. Sales have 
been moving ahead aggressively 
but in many instances margins 
have not kept pace. Retail outlets 
including the department stores, 

Continued on page 74 
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Continued from page 73 


the so-called variety chains, and 
the food chains, have been turning 
in good sales records, but the pres- 
sure of competition and rising 
costs has had an effect on profit 
margins. 

The competition and costs have 
been intensified and aggravated by 
an abundance of supply. The house- 
hold equipment industry is a good 


example of this competitive pres- 
sure. Refrigerators, washers, iron- 
ers and freezers and many of the 
small electrical appliances have 
been in such ample supply that 
some manufacturers have curtailed 
production while others have re- 
duced prices to stimulate sales. 
Another point to which we may 
have given little thought is the re- 
cent increase by the Bank of En- 
gland of its discount rate from 5 
per cent to 6 per cent. An increase 
to 7 per cent was also made by the 
German government shortly before 





are easy to solve. 


200 East 70th St. 


Some problems, like this one 


3x 10+ 2 = 32 


Others, like this 
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present considerable difficulty because their solu- 
tion requires specialized knowledge. 


When a knowledge of the trade union market 
would help solve your underwriting problems call 
on the Company backed by 33 years of successful 
experience in underwriting Group Life and all 
forms of Accident and Sickness insurance for wel- 
fare funds and local unions. 


THE UNION LABOR LIFE INSURANCE COMPANY 
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the British action. Both of these 
countries by increasing the bank 
rate are trying to slow down the 
economic booms that they face. Ac- 
tivity was going just a little too 
fast so it seemed advisable to place 
a moderate check rein on the econ- 
omy. 

About the same time, our Fed- 
eral Reserve reduced the discount 
rate from 4 per cent to 3% per 
cent. Here we have the reverse of 
the English and German actions. 
We want to stimulate our economy 
and get it to move actively off the 
present high plateau. These bank 
rate changes should not be taken 
lightly. They open a wide gap be- 
tween money rates here and money 
rates in important European cen- 
ters. This could in time start a 
flow of’ short term money out of 
this country. This in turn could 
have deflationary effects unless 
counteracted by some move by the 
Federal Reserve. 


Unemployment Rising 


Another factor that is moving 
in an adverse direction is unem- 
ployment. Although over-all em- 
ployment remains high, the number 
of people out of work is steadily 
increasing. The reason is probably 
the pressure on business to be- 
come more efficient to offset the 
squeeze on margins. New machines 
and tighter controls can reduce the 
need for people. These people ma} 
be absorbed in time, but for a 
while an increase in the number 
unemployed will reduce spendabl« 
incomes. 

If you reflect on all the factors 
mentioned above—a squeeze on 
margins, intensified competition, 
an increase in unemployment, and 
a possible loss of gold—you will 
probably admit that they could in 
time eheck our economic growth 
and bring on a recession. Whether 
these troublesome trends will grow 
and have such an effect is the prob- 
lem we have to solve for the im- 
mediate future. 

But there is another picture and 
more problems. This picture has 
not yet come into clear focus. The 
possibilities are there, however, 
even though we have temporarily 
forgotten them. This trouble maker 
is whether or not inflation will 
once more be a disturbing force. 

Continued on page 76 
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It has built-in subliminal advertising .. . 
Millions of microscopic letters spell out “Renew. Renew. Renew” 


Unfortunately it takes more than sub- 
liminal advertising to get — and hold — 
compensation and liability coverages. It 
takes adept use of modern rating pro- 
cedures, tailoring the plan to the indi- 
vidual risk, to put you in a competitive 
position with today’s insurance buyers. 
Bituminous gives you this individualized 
underwriting service and combines it 
with topnotch engineering and claim 
service to help you write —and renew 
— the big coverages for better earnings. 
Write for the Bituminous Story. 


meee 
Kot. 


| Bituminous 


BITUMINOUS FIRE AND MARINE INSURANCE COMPANY ROCK ISLAND, ILLINOIS 


Specialists in Workmen's Compensation 
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Would a 
client’s 


loss 
curtail 

your 

business? 


An under-insured client would 
be an unhappy client should a sizable loss 
occur. So would a client who finds he has 
been paying for more insurance than he 
can collect. And unhappy clients tend to 
shop around. 

You can do much to prevent either un- 
der-insurance or over-insurance—and keep 
clients happy—by recommending an up- 
to-date appraisal of their physical assets. 

For 63 years The American Appraisal 
Company has been the leader in the field 
of property valuation. Our carefully docu- 
mented reports present facts that stand in- 
vestigation...offer an objective basis for 
securing adequate insurance. 

American Appraisal reports for your 
clients are good protection for you. 


The 
AMERICAN 
APPRAISAL 


Company® 


Home Office: Milwaukee 1, Wisconsin 
Offices in 18 cities coast-to-coast 








THE OLDEST INSURANCE 
COMPANY IN THE WORLD 
250th Anniversary 


55 FIFTH AVE., NEW YORK 
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President Eisenhower has done 
a good job in trying to keep down 
expenses of the Federal Govern- 
ment. The result has been a sur- 
plus of some $1.1 billion at the 
end of the fiscal year on June 30. 
This is not much but at least it 
is a move in the right direction. 
Congress, however, has not been 
so expense minded, at least when 
it came to passing bills. 

Even so, with an election coming 
up and the image that President 
Eisenhower has built up of the 
necessity for protecting the bud- 
get, few Congressmen want to be 
tagged with the label of fiscal ir- 
responsibility. We will no doubt 
hear the term used during the 
campaign, but no candidate is likely 
to come out openly for excessive 
spending. 

The feeling within Congress ap- 
pears to be bordering on the line 
of greater expenditures. The so- 
called “liberals” have many proj- 
ects which they think are neces- 
sary. All these spending plans will 
be pulled out once the elections are 
over. A good example of the politi- 
cal approach to spending was the 
overriding of President Eisen- 
hower’s recent veto of the salary 
increase bill for federal employees. 
This, in itself, added a $750,000,- 
000 expenditure which substantially 
reduces the surplus existing on 
June 30. 

It is probably not too early for 
us to begin to think over the pos- 
sibility of a renewal of inflation 
threats. Such a revival, even 
though temporary, could bring 
about a quick stimulation to the 
economy and also to the stock mar- 
ket. We know from an investment 
approach that inflation is not good 
for all stocks. Sometimes it can ac- 
tually be detrimental to the ma- 
jority of companies. 

We also know that speculators 
and many ill-informed investors 
think any talk of inflation is a rea- 
son for stock prices to rise. In fact, 
part of the reason for the decline 
in the general market around the 
first of the year was due to the 
constant reiteration that inflation 


had been checked and was no 
longer a problem. This took some 
of the steam out of those who saw 
more money being poured into the 
economy and a rising price level. 


Dual Problem 

So sitting in your’ backyard 
around the middle of August, 
whether or not you are flecking 
flies off the furniture, you can pon- 
der a dual problem. Will a reces- 
sion come about sometime next 
year, or will we be off on another 
inflationary whirl? Either one is 
likely to end up with considerable 
impact on our investment port- 
folios, unless we do some advance 
thinking. 

If a recession comes about we 
should have adjusted our portfolios 
to meet it. If further inflation 
ensues, we should understand the 
implications of it and not be car- 
ried away by the unrealistic values 
that will be placed on many securi- 
ties. 

Everyone has his or her own 
ideas on the type of securities to 
hold. You seldom get total agree- 
ment even among professionals. 
What is good for one portfolio may 
not be good for another. Lists of 
securities and plenty of sugges- 
tions are always available. But you 
are the one to solve your own par- 
ticular problems. 

This isn’t very helpful, but it is 
impossible to lay down a general 
usable blueprint to guide invest- 
ment decisions. There are too many 
investment objectives — too many 
special problems. There is one 
point on which we can count— 
neither business nor the stock mar- 
ket remain neutral or on a plateau 
indefinitely. We either move ahead 
or backward and that is what will 
happen this time. 

Problems, problems, problems. 
That seems to be the order of the 
day. Unless we keep a watchful 
eye on developments, think about 
them, and interpret them, we are 
likely to end up with a much bat- 
tered portfolio. 

One safeguard is to put your 
faith in companies with smoothly 
running organizations. Don’t fool 
around with the single horsefly 
who may be a genius for awhile, 
when you can use the technique of 
the hive and buy first-class organi- 
zation and control.@ 
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Folder Outlines "Guiding 
Principles” for Agents 


Pamphlet offered by National Association 
of Investment Companies approved by NALU 


» The public responsibilities of in- 
*vestment companies and life insur- 
ance underwriters are outlined in 
a new six-page folder issued by the 
National Association of Investment 
Companies. It is entitled “State- 
ment of Guiding Principles for 
Life Underwriters and Investment 
Companies.” 

Purpose is to aid life under- 
writers and those offering invest- 
ment company shares to carry out 
their proper responsibilities with 
clients, other financial counselors, 
and the general public. The state 
ment has the approval of the Na 
tional Association of Life Under- 
writers composed of nearly 80,000 


members. 
For Further Information Circle 73 on Card 


Daily Review with Ramac 


New literature issued by IBM 
describes use of the Ramac 305 in 
a daily policy review by the Great 
National Life. Premium and loan 
billing and policy updating are 
done on the machine. The company 
has 48,000 policies in force, repre- 
senting $200,000,000. Daily the 305 
processes and applies premium pay- 
ments to appropriate policies. It 
initiates any expiration or other 
notices, and generates all ad- 
dresses. 

Processing steps and the meth- 
od of using and setting up different 
notice dates are explained in detail. 


For Further Information Circle 74 on Card 
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Items for Fire Prevention Week 


A complete line of materials to 
promote the 1960 Fire Prevention 
Week is now available from the 
National Fire Protection Associa- 
tion, one of the sponsors of the 
October 9-15 event. 


“Don’t Give Fire a Place to 
Start” is the theme of the atten- 
tion-getting two-color poster. The 
same message and illustration ap- 
pear on a coloring sheet for chil- 
dren, a Fire Prevention Week 
stamp to use on letters and en- 
velopes, and a blotter designed for 
mailings. Folders on a wide range 
of home and personal fire safety 
subjects are also available from the 
association. 


USE REPLY CARD ON PAGE 81 


For more information on one or more of these 
items, tear out the reply card. Circle om it the 
number or numbers matching the figures following 
each item in which you are interested. Fill in the 
blanks, sign your name and mail the card. 

This reply card is not an order blank. Please do 
NOT send money to THE SPECTATOR. Card merely tells 
the supplier that you want, without obligation, more 
information about his product or publication. 


In addition to home and school 
self-inspection forms, a one-page 
“Facts About Fire” has been pre- 
pared as an aid in teaching people 
that fires and fire deaths are not 
accidents. Another new item is a 
phone sticker which has room for 
emergency numbers and is easily 
affixed to the base of the instru- 
ment. 

Samples and information are 
available from the Association. 


For Further Information Circle 75 on Card 


New Chilton Marketing Aid 


Chilton Company, publishers of 
THE SPECTATOR and 17 other busi- 
ness magazines, offers a new book- 
let describing their Marketing As- 
sistance Program. If you are seek- 
ing betters methods of marketing, 
Chilton’s M-A-P can help. 

A trained corps of research spe- 
cialists and interviewers make up 
Chilton Research Services. The 
booklet describes these services and 
explains how the research depart- 
ment can promote better market- 
ing. 

In the insurance field, THE SPEC- 
TATOR makes available a number of 
marketing aids. These facilities 
are described in detail in the new 
Chilton booklet which is titled “A 
Guide to Chilton’s Marketing <As- 
sistance Program.” The various 
statistical books issued by THE 
SPECTATOR are listed, and other ser- 
vices, such as direct mail and me- 
dia studies, are outlined briefly. 


For Further Information Circle 76 on Card 


Myco Adjusting 
Myco Adjusting Service offers 
its fourth “Official Register” of ser- 
vice offices. Facilities are provided 
through competent adjusters in the 
United States, Alaska, Canada, 
Puerto Rico. Company has regis- 
tered offices in 440 cities. 
Continued on page 78 
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Continued from page 77 


Should an insured have an acci- 
dent while traveling away from 
home, he can check the local phone 
directory for a “‘Myco” listing or 
have the operator connect him with 
the nearest adjuster’s office. Some 
47 companies have already been li- 
censed for participation in the 
Myco system. 


For Further Information Circle 


77 on Card 


Addresses Statements, Labels 


A fast and economical duplicat- 
ing method for statement address- 
ing and labeling has been an- 
nounced by the Todd Division, 
Burroughs Corporation. 

The 1150 Statement Addressor 
was designed for simple operation. 
Possibilities of errors are reduced 
since the information to be re- 
produced is typed or written only 
once. Then, more than 100 docu- 
ments can be imprinted from one 
stencil. 


LIFE AND CASUALTY GROUP 


Field tests have proved the ad- 
dressor to be not only efficient, but 


virtually indestructible. It is con- 
structed of lightweight plastic and 
has only one moving part. Besides 
statement addressing, the Bur- 
roughs 1150 saves time in address- 
ing advertising releases, envelopes, 
invoices and management messages 
and heading time cards. 


For Further Information Circle 75 on Card 


Directory of Airkem Offices 


Airkem, specialists in odor re- 
moval, offer a directory listing 


INSURANCE IS THE GREATEST 


* Offering Brokers a complete line of Group Coverages 
Major Medical . . . Creditor Group Life . . . 


Bantam group for the smaller cases . . . 
and all standard group coverages. 


Our Group Insurance Director, Jim Rundle, has full 


information ... Drop him a line. . . He'll 


their offices throughout the coun- 
try. Directory gives name, street 
address, and day-night phone num- 
bers of Airkem_ representatives. 
With it, you can secure profession- 
al odor removal immediately after 
a fire or other emergency. 

Airkem specialists treat almost 
any type of material. The firm has 
removed odors from a museum’s 
stuffed animals and from a cargo 
of new typewriters that had been 
placed too close to a shipment of 
Limburger cheese in a freight car. 

Single copies of the directory are 
offered free. 


For Further Information Circle 79 on Card 


Copier Makes Offset Plates 


Apeco Lith metal offset plates 
which can be made on any photo- 
copy machine are being introduced 
by American Photocopy. The plates 
produce copies in volume of any 
printed or illustrated material. 

The process transfers an image 
of the original material to the 
Apeco Lith plate in the same way 
that an office photocopy is made. 
Then, the plate is ready to be fixed 
and run. Each plate will make up 
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Life Insurance in Force 
over $1,700,000,000 





be glad to answer your questions or to 
make a proposal on your next case. 
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to 40,000 offset impressions, main- 
taining top quality through the en- 
tire run. 

A free booklet is offered by 
Apeco, describing the process in 
detail. 


For Further Information Circle 80 on Card 


Projector Tells Sale Story 


A lightweight, self-contained 
projector called the “Flip Top” is 
offered by the DuKane Corpora- 
tion. Machine was specially de- 
signed for person-to-person selling. 
It produces a complete audio-visual 
without room darkening or sepa- 
rate screen. The instrument weighs 
13 pounds and is packed in saddle- 
tan vinyl with attache case styling. 


To use it, the agent simply 
places the projector on a desk or 
table, opens the lid with its built-in 
viewing srceen, plugs in the cord, 
and inserts the sound record. The 
‘“Redi-Wind” feature eliminates re- 
winding of the film. The Flip Top 
takes 35 mm filmstrips and plays 
45 rpm records. A special attach- 
ment makes it possible to draw cur- 
rent from an automobile battery 
where standard AC 110-volt cur- 


rent is not available. 
For Further Information Circle 81 on Card 


Booklet Backs Ballot 


The Bureau of National Affairs, 
Inc., has released a timely eight- 
page booklet titled “Just One 
Vote.” A formal resolution adopted 
by the American Bankers Associa- 
tion at the time of the last national 
election called the ballot “the great- 
est instrument for freedom and 
human welfare ever invented by 
man.” The booklet points out that 
when people fail to use their right 
to vote, they pave the way to dicta- 
torship. 

Continued on page 80 
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‘You Can’t Buy This..... 





Money is important, we can’t live without it—but it 
can’t buy everything. Try to buy prestige with it. By 
prestige, we mean a good name which is built up 
through years of service to clients. 

Federal Life has built a name through the years 
which is synonomous with POLICYHOLDER SERV- 
ICE. Operating for 60 years, Federal Life has become 
known as a leader in the field of Life, Accident and 
Health Insurance. 

Federal Life is a personal company which takes pride in its dealings with its 
agents and its policyholders. Federal is the type of company which would make any 
man proud to be associated with it. 

If you are interested in becoming part of a progressive company which is 
undertaking a giant new agency expansion program—write: Emery Huff, Agency 
Vice-President for details. 











FEDERAL LIFE INSURANCE CoO. 


6100 N. Cicero Avenue 
Chicago 46, Illinois 


ROYAL 
HXCHANGE 
GROUP 


ROYAL EXCHANGE ASSURANCE - PROVIDENT INSURANCE COMPANY OF NEW YORK 


55 Fifth Avenue, New York, New York 
Associated with 
SUN INSURANCE OFFICE, LTD. AND ATLAS ASSURANCE COMPANY, LTD. 
Representatives in Principal Cities and Towns of the United States 
and in Most Countries Throughout the World. 
FIRE, MARINE, CASUALTY, FIDELITY & SURETY 





REINSURANCE 


Fire 
Casualty 
Fidelity 
Surety 


Security Mutual Casualty Company 


309 W. JACKSON BLVD. 
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Continued from page 79? 


“Just One Vote” is printed in 
two colors and comes in two sizes. 
The 4 x 9-in. size can be mailed as 
an enclosure in a standard busi- 
ness envelope. A larger size is in- 
tended for distribution through 
literature racks. Both versions can 
be imprinted with the name of the 
sponsoring organization. Quanti- 
ties from 100 up may be ordered. 

For Further Information Circle 82 on Card 


Compact Public Address Unit 


J. B. Moore Laboratories offers 
a new portable microphone for ad- 
dressing groups of up to 100 peo- 
ple. Called PPA, it is a personal 
portable address system that may 
be worn on the person. The unit 
is cased in formica, powered by a 
9 volt mercury battery, and uses a 
transistor circuit. 

The microphone is mounted on 
an extendable boom, for easy ad- 
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To increase your volume you need 
\,{ to supplement personal sales efforts 
, by keeping your prospects in- 


justment to the speaker’s mouth. 
When not in use, the boom recesses 
into the case. Volume gain is 10 
times the input without distortion. 


The device is suggested for insur- 
ance sales meetings, instruction 
sessions, safety meetings. It is use- 
ful where questions from the floor 
are asked. 

For Further Information Circle 83 on Card 


1960 Almanac 


“The Insurance Almanac,” 1960 
edition, is now being distributed 


to subscribers. The annual publica- 
tion, reference work for the entire 
insurance industry, is published by 
the Underwriter Printing and Pub- 
lishing Company. 

This 48th annual edition is a 
1,088-page directory of companies, 
agents’ organizations, brokers, ac- 
tuaries, adjusters, journals, and 
other listings. Cost is $7.50 plus 
postage. 

For Further Information Circle 84 on Card 


Cardograms Replace Indexing 


Effortless record keeping has 
become a by-product of starting 
operations with Cardograms, 
made by the Graphdex Company. 
The Cardogram consists of a sim- 
ple, incised card which can be 
readily removed from its backer 
ecard after information has been 
typed, written or stamped on it. 

Combined with a code, 
Cardogram does away with the 
need for special indexing cards or 
cross references to other records. 
Colored signals, inserted next to 
the Cardogram, indicate the prog- 
ress of the job so that the complete 

Continued on page 83 
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MUTUAL 
LIFE 


INSURANCE COMPANY 


VICTORY SQUARE 


We Also Write Accident & Sickness, Non-Cancellable, Renewable to Age 65 
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NYU Study of Workmen's Comp 
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habilita- 


New York University has released a study of re 
tion care in workmen’s compensation cases. The book 


82 201 
84 203 
206 2 


87 
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analyzes the current medical care system in New York, 
the economic aspects of rehabilitation, ‘‘compulsory” re- 
habilitation, and state-operated centers. A statistical sec- 
tion lists 1,390 cases closed in 1957. The type of insurance 
coverage is described, settlements, average treatment days, 
and costs. 

The study was done by contract with the New York 
State Workmen’s Compensation Board. Purposes were to 


73 


62 71 


37 46 55 64 
36 45 54 63 72 


find out how effective rehabilitation care could be mad 
available to claimants, and what changes in the laws might 
promote faster and better results. 

“New York University Workmen’s Compensation Study’ 
is in bound book form. 300 pages. $6.50. 


26 35 44 53 
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International Marine Insurance 


A study and comparison of marine insurance law in 


various countries has been made by Robert de Smet, an 
advocate of the Court of Appeal in Brussels, Belgium. 
Titled ‘‘Traité Théorique et Pratique des Assurances Mari- : 
- = 


times,” the book is written in French. It was published 





in Paris by Librarie Générale de Droit et de Jurisprudence, 
R. Pichon et R. Durand-Auzias. The work runs to three 
volumes and almost 2,000 pages. 


FIRST CLASS 
Permit No. 36 
New York, N. Y 





Rules governing the marine insurance contract and their 
interpretations in the courts of various countries are com- 











piled. Need for such a study is especially great today 
when so many newly developing markets are adopting 
their own maritime laws. Also many older markets are 


ed 


drastically revising governing laws in the marine insurance 
field. 
The first volume deals with French and Belgian law. In 


addition, a historical 


Unit 


€ 


New York 14, N. Y 


P. O. Box 68 
Village Station 


summary sums up the various origins 


ed 


of maritime law and the practical application of that law. 
References and authorities are cited throughout, so the 
author's presentation can be checked. 


Continued on next page 
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The second book covers British and German law and 
practice. Britain’s Marine Insurance Act of 1906 and lead- 
ing clauses of the Institute of London Underwriters are 
given full treatment in the appendix to this volume. Ar- 
gentine and Brazilian maritime regulations are also cov- 
ered in this book. 

The third volume covers Denmark, Greece, Italy, Japan, 
The Netherlands, Norway, Portugal, Spain, Sweden, and 
the U.S.S.R. The United States is not covered except where 
it varies from its British prototype. The study is com- 
pletely indexed and contains an international bibliography 
of marine insurance. 


Financing Shopping Centers 
“Shopping Towns, USA” by Victor Gruen and Larry 


Smith is a reference book for insurance companies and 
other lending institutions which finance shopping centers. 
The study covers site selection and standards, financing, 
leasing, zoning, traffic planning and control. 

Details are given on 24 selected centers and 12 case his- 
tories with pictures and text on each. Reinhold is the pub- 
lisher. 288 pages. $13.50. 


For Further Information Circle 277 on Card 


1 


40}D}2Edg SUL 
AG divd 38 TIM 39VLSOd 


TIVW AIdaM SSANISNG 


$2}21S 


89 XOg "O ‘d 





z 
@ 
< 
~< 
°o 
ba | 
= 
weet 
pb 








UOIEDES SHDIIIA 





= 
~< 


AN ‘940, Mon 
9E “ON 4f]Uliog 


SSV19 isuld 











DOnouUhawn=— 


* sSauppy 42929445 
‘°° syupwey 


6% 02 


l€ 
69 SS 9% LE 82 Gl 


wy €€ «be OCS 
99 LS 8h 6€& OF 


lv Zé 


tv ve 


Guide to U.S. Civilization 


A monumental “Guide to the Study of the United States 
of America” has been published by the Library of Con- 
gress. Compiled by the Library’s staff, the book describes 
about 10,000 books on life and thought in the United 
States. 

The “Guide” has 32 chapters, each covering various 
aspects of a single broad subject. An appendix furnishes 
a list of books useful for those studying American civiliza- 
tion in its broad concepts. There is a detailed index for 
locating information in the text. 1,100 pages. $7. 
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Continued frem page 80 


picture is available at a glance. 

Details of the new system are 
given in a free booklet by the 
Graphdex Company. 


For Further Information Circle 85 on Card 


Desk Pen Fits Decor 


Esterbrook Pen’s new Stylist 
pen-and-stand desk set can be a 
customer-building premium, or a 


contest prize, or gift. Unique fea- 
ture is a removable, transparent 
plastic top on the circular black- 
plastic base. When used as a gift, 
a circular paper dise inserted un- 
der the transparent top can carry 
the company name, or can spotlight 
its products or services. 

When offered as a premium or 
contest prize, the Stylist is accom- 
panied by an assortment of color 
discs, from which the owner can 
choose. Or he can cut his own disc 
from a swatch of wallpaper or 
drapery fabric, or a favorite color 
photograph. 


For Further Information Circle 86 on Card 


Personalized Christmas Cards 


Relief Printing Corporation, 
makers of business cards, has a 
line of personalized Just-a-Note 
cards and Christmas cards. The 
cards carry a brief message. The 
inside fold is die-cut to hold the 
sender’s business card plus space 
for a personal note if desired. 


Cards come in a variety of styles. 
For Further Information Circle 87 on Card 
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REINSURANCE COMPANY 


UNITED STATES BRANCH 


MULTIPLE 
LINE 
REINSURANCE 


Executive Office 
410 Park Ave., New York 22, N. Y. 


Telephone BOwling Green 9-5532 


Southern and Facultative Department: 


1401 Peachtree Street, N.E., Atlanta 9, Georgia 
Telephone TRinity 5-8969 











HAIGHT, DAVIS & HAIGHT, INC. 


Consulting Actuaries 
Insurance—Pensions 


2801 North Meridian St. 
Indianapolis 8, Ind. 


5002 Dodge St. 
Omaha 32, Neb. 











E. P. HIGGINS & COMPANY 


Consulting Actuaries 
Auditors and Accountants 
Pension Consultants 


Bourse Building Philadelphia 6, Pa. 
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CONTRACTS,POLICIES 


EndowmentRiderProvides 


Funds for College Costs 


Additional amounts can be added later on a 
voluntary basis to increase initial "nest-egg" 


Home Life of New York offers a 
unique “College Paid-For’ plan 
that combines an endowment rider 
with a whole life policy. The rider 
matures as an endowment at the 
student’s age 18. It is paid as an 
annuity with payments beginning 
August 1 of the student’s first year 
in college. Eight equal payments 
are made in August and February, 
spread over four college years. 
However, payments on the rider do 
not have to be completed until the 
student’s 25th year. In effect, the 
policy extends a credit line for edu- 
cational purposes. 

Amount of the endowment may 
be increased by making additional 
voluntary payments. A waiver of 
premium feature calls for payment 
of the plan in the event of dis- 
ability. 

College Paid-For may be added 
to new or existing Home Life 
policies issued since 1948. Plan has 
already been approved in practi- 
cally all states for addition to 
standard policies. 

For Further Information Circle 213 on Card 


Non-Can for Substandards 


Continental Assurance is extend- 
ing the principle of rated insur- 
ance to non-cancellable A&H for 
substandard risks. People with 
certain chronic conditions will be 
offered a standard policy with no 
alterations and no special restric- 
tions. The premium will be pro- 
portionately higher, ranging from 
25 to 150 per cent above the stand- 
ard rate, depending on the nature 


84 


and normal history of an impair- 
ment. The initial contract will pro- 
vide maximum indemnities of two 
years for both accident and sick- 
ness. 

For Further Information Circle 214 on Card 


Changes for Peoples-Home Life 





New rates, new policy forms and 
sales material have been adopted b 
Peoples-Home Life, Frankfort, Ind. 
Company now has a guaranteed in- 
surability option. Policies up to 
$25,000 may be obtained without 
medical examination for ages 10 to 
30. Premiums are figured at a lower 
rate per thousand as the face 
amount increases. New folders, rate 
cards, proposal sheets and other 
promotional pieces have been de- 
signed to aid sales. Company is affil- 
iated with The Home of New York. 


For Further Information Circle 215 on Card 


WHAT THE NUMBERS MEAN 


If you would like more information about one or 
more of the policies or lines reviewed here, circle 
on the card between pages 80 and 83 the number 
or numbers following those items. Write your name 
and address on the card and drop it in the mail. 


Pensions for Small Firms 


Provident Mutual Life of Phila- 
delphia offers a new pension pro- 
gram. Known as the Pension Spe- 
cial, it gives pension and death 
benefits for employees of the 
smaller unincorporated businesses. 
Individual insurance policies and 
annuities are used. The plan pro- 
vides a means for doctors, lawyers, 
and other professionals to provide 
for their employees. 

For Further Information Circle 216 on Card 


Investment with Guarantee 


A new self-completion rider for 
its Series A-15 investment contract 
is being offered by Northwestern 
National Life. A pure investment 
contract involving no life insur- 
ance, the Series A-15 is designed 
to provide a guaranteed medium 
for investment-minded buyers. An- 
nual deposits are made over a 15- 
year period. The fund may be left 
to accumulate at a guaranteed rate 
of 3 per cent compound interest 
until such future time as the owner 
may elect to mature the contract. 

The rider, which may be added 
to the Series A-15, guarantees that 
if the owner of the contract dies 
while deposits are being made, no 
further deposits are required. In- 
stead, the contract becomes fully 
paid up. In the event of total and 
permanent disability, annual de- 
posits are made by the company 
during the continuance of the 
owner’s disability. 

For Further Information Circle 217 on Card 


“Stork Option” for Fathers 

An addition to its standard guar- 
anteed insurability rider for men 
has been announced by Prudential. 
The “stork option” automatically 
gives a father term insurance in 
the amount of his regular option 
for three months any time a child 
is born. The amount of term insur- 
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ance is multiplied by the number of 
children in the event of a multiple 
birth. 

Anticipating a regular option 
date, the father may convert this 
to permanent insurance during the 
three-month period without taking 
a physical examination. 


$25,000 Endowment at 90 


Eastern Life of New York has 
announced a new $25,000 minimum 
policy called the Executive Estate 
suilder. Face amount is paid at 
death or at age 90. Large amounts 
of coverage for a relatively small 
cash outlay are possible because 
the first year’s cash value may be 
borrowed immediately to help pay 
the premium. Level protection to 
about age 65 is maintained after 
the first year by using dividends to 
buy guaranteed amounts of paid-up 
one year term insurance. 

The policy is adaptable to split- 
dollar, key man, and deferred com- 
pensation plans. 

For Further Information Circle 218 on Card 


MM Has Paid-Up Benefit 

Pacific Fidelity Life has entered 
the health field with a full line of 
guaranteed renewable policies in- 
cluding major medical to age 75. 
The major medical plan pays up to 
$7,500 of medical expenses and has 
a $250 or $500 deductible. After 
age 75 a paid-up benefit is pro- 
vided. 
For Further Information Circle 219 on Card 


New Contracts and Policies Notes 


ATLANTIC MUTUAL has revised 
its dividend schedule on workmen’s 
compensation. On policies expiring 
between August 1 and November 
1, 1960, no dividend will be paid 
on the first $200 of earned pre- 
mium per policy. On that portion 
above $200 a 121% per cent rate of 
dividend was declared. 

CONNECTICUT GENERAL LIFE has 
raised to 4 per cent the discount 
rate on premiums paid in advance 
on individual life and annunity con- 
tracts. Premiums may not be paid 
more than 25 years in advance and 
the maximum on any one life is 
$250,000. 

MASSACHUSETTS MUTUAL LIFE 
has added the “triple indemnity” 
benefit to its accidental death rider, 
and a lifetime disability plan for 
company field sales personnel. The 
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disability plan requires at least 30 
months of service and has an age 
limit of 59, but has no restrictions 
on pre-existing medical impair- 
ments. 

PRAETORIAN MUTUAL LIFE has 
raised its non-medical coverage 
limit to $30,000 for persons through 
age 35. 

STATE MUTUAL LIFE of America 
has increased to $15,000 its limits 
for non-medical insurance on chil- 
dren under 1 year of age, and to 
$25,000 for people from 1 to 30 
years of age. 
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is still the country’s friendliest... 


ZURICH-AMERICAN has reduced 
its Meritmatic auto insurance rates 
in Georgia on new business becom- 
ing effective after July 1. Revised 
rate will be put in effect on present 
policies at time of renewal. 

MANUFACTURERS LIFE adopted 
lower rates for single premium im- 
mediate annuities, effective July 
11. New rates are lower fer all 
plans when the single premium 
paid is $10,000 or more. This is 
the second reduction for such an- 
nuity rates since the beginning of 
the year. @ 


x ...and progressive, too! Note just a few of 
our most recent sales-building changes: 


e EXPANDED NON-MEDICAL LIMITS (Males and Females)—$20,000 Ages 5 to 35, 
inclusive; $10,000 Ages 36-40, inclusive; $5,000 Ages 41-45, inclusive. 


e NEW LOWER PREMIUM RATES FOR FEMALES—and regular rates for Waiver 


of Premium coverage. 


e GRADED PREMIUMS ON LEVEL TERM PLANS—for example: $50,000 Ten Year 
Term Plan, Age 35 (excluding W.P. and D.I.) is only $5.96 per 1,000 on a gross 


annual premium basis. 


NORTH AMERICAN LIFE 
SPasurance Company OF CHICAGO 


Charles G. Ashbrook, President 
Ronald D. Rogers, CLU, Agency Vice President 


North American Building 


Chicago 3, Illinots 
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WILLIAMS & ANDERSON CO. 


INDUSTRIAL OIVISION 


bxdiin Manufacturers ised 186] 


14 Third Street, Providence 6, R. I. 
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The Pioneer Organization 
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COMPANY 
Chicago 


Appraisals for Correct 
Insurance Coverage and 
Proof of Loss 


Depreciation Studies 
Property Ledgers 


4413 Ravenswood Avenue 
Chicago 40, Illinois 








Protect Goods 
Sold “On Time” 


Separate forms for musical instruments and general 
merchandise are outlined in COVERAGES AND FORMS 


DEFERRED PAYMENT MER- 
CHANDISE POLICY 


Q. What Companies write this 
coverage? 

A. Inland Marine. 

Q. How is it written? 

A. As a separate policy. 


Coverage 


Q. What does this form cover? 

A. There are two forms, one 
covers general merchandise, the 
other musical instruments. Each 
insures merchandise sold on a de- 
ferred or partial payment basis, 
installment plan, bailment least or 
conditional sales agreement, while 
in transit to customers by rail- 
roads, public or private truckmen, 
railway express or on conveyances 
used for land transportation, 
against the named perils of fire, 
lightning, explosion, wind, col- 
lapse of bridges, flood, theft of en- 
tire package, collision, derailment 
and overturn of land conveyance 
and perils of the seas on ferries. 
Premises coverage is usually lim- 
ited to the first three perils eited 
above. 

In addition, the musical instru- 
ment form includes breakage while 
being transported by the vendor to 
and from warerooms or other 
buildings, for damage in, excess 
of $25. 

Coverage continues after ar- 
rival at customer’s premises until 
the goods are fully paid for or re- 
turned. Merchandise sent out on a 
contract of lease, rental or ap- 


proval is insured for an agreed 
period and values must be re- 
ported at such locations for the 
specified period. 


Rates 


Q. What are the rates? 

A. Fire rates, averaged for the 
premises covered, are loaded for 
the transit perils and any addi- 
tional premises perils which may 
be desired. 

A 50 per cent discount applies 
on rates for the contingent form. 
Q. What are the exclusions? 

A. The policy does not cover: 
(1) electrical damage except loss 
due to the fire that ensues; (2) 
wrongful conversion by vendee, 
lessee, loanee, rentee or party to 
whom merchandise is sent out on 
approval; (3) loss of market, dam- 
age or deterioration arising from 
delay, inherent vice; (4) ship- 
ments by mail; (5) war and acts 
of war. 

Musical instruments in theaters, 
concert or public halls or amuse- 
ment resorts are not covered be- 
yond 15 days at any one time. 


Many Prospects 

This policy is designed for man- 
ufacturers, wholesalers, retailers 
and other firms who make a prac- 
tice of selling merchandise “on 
time.” The protection applies on 
the goods sold prior to the attach- 
ment date of the policy, and not 
fully paid for, if included in the 
subsequent report. 

Some of the prospects for this 
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form are dealers in radio re- 
ceiving apparatus, refrigerators, 
pianos, washing machines and 
dryers, dental equipment, farm 
products and furniture. The total 
list covers approximately seventy 
items of property. 

Many sales contracts are writ- 
ten with a condition requiring the 
purchaser to carry insurance for 
the benefit of the seller. There is 
a further stipulation that the ven- 
dee will not be released from fur- 
ther payments if the merchandise 
is destroyed by fire or other mate- 
rial damage loss. 

A contingent policy may be 
written, at a rate reduction of 
approximately 50 per cent if a 
further stipulation is contained in 
the policy to the effect the assured 
vendor will make all reasonable 
efforts to effect collection of the 
unpaid balance and in event such 
collection cannot be made, will 
subrogate all rights of recovery 
to the insurance company. 

A producer should hesitate be- 
fore recommending the contingent 
form to his.client because it re- 
quires a customer to continue pay- 
ments for merchandise destroyed. 
This is not conducive to future 
orders from that customer nor is 
it considered a_ public 
asset. 


relations 


Reporting Policy 


The assured must maintain ac- 
curate records scheduling all goods 
covered under the policy. Reports 
of balances outstanding must be 
forwarded to the insurance com- 
pany by the 15th of the month. 
Also, failure to report the value of 
all goods sent out on approval, 
leased, loaned or rented will result 
in voiding the insurance on mer- 
chandise of such a nature. 

The established rate per $100 of 
value is applied to all monthly 
values as reported. 

This policy may cover the inter- 
ests of both vendor and vendee. In 
such instances, the amounts re- 
ported monthly must include the 
total value, as of the last day of 
each month, of all goods sold on de- 
ferred payments outstanding, and 
not fully paid for. If the policy 
covers merchandise leased, loaned, 
rented or sent out on approval, the 
value of these goods must also be 
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reported while they are at risk. 
However, in event the dealer de- 
sires the certificate plan, it is avail- 
able upon request to the company. 


Application Required 

A special application form is re- 
quired for the issuance of a quota- 
tion. Information desired refers to 
such data as type of merchandise 
to be insured, terms of sale, nature 
of occupancy where merchandise 
will be in custody of the vendees 


(residences, mercantile premises, 
manufacturing plants, etc.), the 
annual deferred payment saies, 
present aggregate value of goods 
sold on time, and the unpaid bal- 
ance. 

The limits of protection desired 
must be stated: (a) at any one 
place, (b) in any one disaster, and 
(c) in transit. The application 
must also show the form of protec- 
tion desired, perils to be covered in 
transit and on location, and the in- 
terests to be insured. @ 
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PATENTS FOR PROTECTION 


Device Looks Effective 
But Who's To Say It Works? 
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Ancient records often show would-be inventors trying to fly 
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“MI invention,” states the man who contrived the above 


weird device, “is an improvement in fire escapes, and 
consists in certain novel constructions and combinations of 


bird style. Various materials and arrangements were used but 
the principle stayed the same: To strap on a pair of wings, and 
plunge off a convenient height. This invention, patented in 1909, 
proves the notion still not dead. 

Thus there was nothing too “novel” about Pasquale Nigro’s 
idea, except perhaps its adaptation as a fire escape. He probably 
figured that about the only way most people could summon up 
the courage to try out his dubious-looking contraption from any 
respectable height would be with flames roaring at their backs. 
The two drawings that the inventor filed with the Patent Office 
prompt another doubt. Once harnessed into the sundry array 
of rods, hooks, buckles and straps, how would one ever again 


escape from Mr. Nigro’s fire escape?@ 


Elinor Kinley 
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more information, more and more 
of the energy of action, until the 
need is fully satisfied. 

Unless the prospect is first to 
realize his need, the salesman must 
make him feel and recognize it. 
Every prospect has built-in resis- 
tance, which requires the use of 
his energy. But this energy can be 
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diverted into other channels and 
help make the sale. 


The “Hard-Sell" Way 


I understand it to be “hard-sell” 
when you overwhelm your prospect 
with the sheer force of your argu- 
ments, the “special features,” and 
“buy right now or else you will 
lose something” techniques. I don’t 
do much of that. When in rare in- 
stances, however, I have to do it, 
the free energy idea works well. 


Here is an example: 

Three partners were thinking 
about “taking out’ business life 
insurance to cover each other’s in- 
terest. They were hesitating, con- 
sidering one idea and another, talk- 
ing to me and to my competitors. 
I couldn’t get the partners to close, 
but I could keep them drawing 
upon me for facts pertaining to 
various insurance plans and for 
miscellaneous information. Also, 
in our talks I got a fairly clear 
picture of what was most suitable 
for their needs. 

In every business, there is some 
kind of “right now” period in 
which the prospect must either buy 
or lose something. One of these 
“right now’s” is the “age-change 
date,” the day mid-way between 
the prospect’s last and next birth- 
days. For insurance purposes, he 
becomes one year older on that 
date; consequently, the rate in- 
creases. 


Now or Never 


I kept the partners drawing upon 
me by keeping the current flowing, 
until the age-change date of the 
senior partner was at hand. Then 
I requested a conference. At this 
meeting, the partners produced a 
heap of written proposals by my 
competitors, but I had the actual 
policies to put before them. The 
policies incorporated all the fea- 
tures necessary to meet the re- 
quirements of these men. I said, 
“Here are your policies. You will 
take them right now, or you will 
never again get them at this all- 
time low rate.” 

All three partners closed with 
me then and there. But I never 
would have made that close, if I 
had not kept those partners draw- 
ing upon me for energy until the 
time for the hard-sell was ripe. 

The dual advantage of lower 
rates and having the actual policies 
at hand was the source of the free 
energy and the successful outcome 
—the sale. 

“Soft-sell,” I understand, is when 
you give your prospect a little in- 
formation, and perhaps let him try 
the merchandise at his leisure, and 
then you leave him largely alone 
to make his decision. 

I don’t do much of that. But, on 
the occasions when I must do so, 
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I use the aid of free energy. This 
is an illustration: 

A referred prospect definitely 
needed life insurance, but I could 
not stir him into taking any ac- 
tion. So I kept the current turned 
on, with a bit of soft-selling. I 
said, “Don’t be in a hurry before 
you get all the facts.” I gave him 
no literature to sit on. Instead I 
just kept whetting his curiosity 
by keeping open the door for fur- 
ther discussion. 


Batch of Proposals 

He invited me to his home. He 
handed me a batch of lithographed 
proposals which soft-selling com- 
petitors had left with him. He said, 
“Put your proposition in figures, 
leave it with me, and I’ll make a 
comparison with the other pro- 
posals I have.” 

I replied, “‘Where is your waste- 
basket?” With a firm but undrama- 
tic manner, I placed the other pro- 
posals in it. “Until you have had 
your physical examination so that 
the company can determine how 
good a risk you are, these proposals 
are meaningless and belong with 
the rest of the scrap paper,” I re- 
marked. 

“May I use your phone?” I 
asked. 

Using his telephone, I made an 
immediate appointment to have 
him examined. He kept the ap- 
pointment. He had been in close 
touch with a source of the energy 
of action. He was beginning to 
draw strong energy from it. 

We had to wait several days for 
the medical report of his examina- 
tion. While we waited, we had more 
interviews. His questions kept on 
drawing from me further informa- 
tion related to his situation. 

I closed him. There was no trick 
to the closing. He gave me his 
check. Thus by simply signing his 
name he had added many estate 
dollars for his family—at once. 

In turn, I experienced a real 
thrill out of this sale, as always, 
by helping him make a sound de- 
cision for the benefit of his family. 

When a softly-sold man gets free 
energy of action from a salesman, 
he sticks to that salesman. He 
likes to be energized. All of us do. 
You do. So do I. 

That is what I mean by free 
energy salesmanship. 
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The prospect has a need: He 
draws energy from the salesman- 
ship of the salesman, and thus he 
gets the energy for the buying ac- 
tion that will fill his need. All 
the energy comes from the sales- 
man. The drawing upon the energy 
is done by the prospect. 

Any salesman can raise his pro- 
duction and his income with that 
method. All he needs is to have a 
source of good merchandise, and a 
way of getting in touch with good 
prospects. 
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A live wire is dead until it is 
connected at both ends. 

Free energy must be harnessed 
and channeled into the proper cir- 
cuit. The switch the salesman uses 
to accomplish this is his resource- 
fulness. A mild shock, in the form 
of a properly timed single action 
on the part of the salesman, can 
achieve a combination of results. 

It has been said that Edison in- 
vented the phonograph to keep us 
awake, so we would stay up all 
night using his electric lights.@ 


© out in front 


A Bankerslifeman is our contact with the public. 
The impression he creates is a reflection upon him- 


self... our Company... 


and the entire insurance 


industry. He is truly the man who is “out in front.” 


This is why we carefully choose and thoroughly 
train every Bankerslifeman. He is taught to take a 
professional view of his work—service becomes his 


watchword. He is given a thorough knowledge of life 


insurance and its many uses so he may have both the 


desire and the skill to give competent counsel and 


service. 


A Bankerslifeman knows he is “out in front” in 


another way—he knows his Company is one of the 


true pioneers in developing new ideas to fit the chang- 


ing needs of the public. He is proud to say he was 


the first to carry the now popular Guaranteed Pur- 
chase Option and the Wife Protection Rider in his 


brief case. 


° 
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COMPANY 
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British Companies 
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lems relating to fire in all types of 
buildings. 

Finally, the companies seek to 
limit the damage to property once 
a fire has started by operating 
three Salvage Corps in London, 
Liverpool, and Glasgow. Members 
attend all outbreaks where salvage 
work may be practicable. The ur- 
gency of the problem is emphasized 
by the high figures of fire wastage 
in the first four months of this 
year, which are estimated to be at 
least £20 million, compared with 
£11 million for the corresponding 
period in 1959. The increase is 
partly accounted for by the tragic 
Glasgow whisky fire which caused 
the deaths of 14 firemen and five 
of our Salvage Corps men. 

It is pleasing to be able to record 
a material improvement in world- 
wide motor underwriting results. 
Premiums have risen from £263 
million in 1958 to £278 million in 
1959, and a loss of £10 million-in 
1958 has been reduced to a loss of 
£1%% million in 1959. 

The improvement is due princi- 
pally to increasingly selective un- 
derwriting and rate alterations in 
certain territories, and further to 
a slight check of the rising trend 
in claims cost which has been so 
prominent a feature in recent 
years. 


Doubt Remains 


A lively interest continues to be 
shown in the Home Motor results 
of our members. Despite our ef- 
ports to show that motor premiums 
in any territory are not used to 
subsidize claims in another, some 
lingering doubt still seems to re- 
main. In view of this I have asked 
our members, as an exceptional 
measure, to make available to the 
Association their Home Motor re- 
sults for the five-year period 
1955/9. 

In consequence I can tell you 
that on a premium income for that 
period of some £431 million there 
was an underwriting loss of £976,- 
000. At the same time, due to some 
improvement in underwriting ex- 
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perience in 1959, the market as a 
whole has succeeded in producing a 
small profit on the home motor 
account during that year. It 
amounts to less than two per cent 
of the premium income. Whether 
the trend will be maintained in 
1960 it is obviously still too early 
to say. 


Real Growth 


The combined income from pre- 
miums of the 250 member com- 
panies of the British Insurance As- 
sociation rose to £1,520 million by 
the end of 1959, which is £95 mil- 
lion more than at the end of the 
previous year. Once again this 
represents a very real growth of 
business in conditions of reasonably 
stable prices, and not an expansion 
which contains any marked element 
of inflation. The comparative fig- 
ures for the premiums of the dif- 
ferent classes of insurance are: 

1959 1958 
Fire £283,825,000 £270,399,000 
Accident 510,467,000 479,298,000 
Marine 76,124,000 73,508,000 
Ordinary 
Life 484,913,000 


Industrial 
Life 164,715,000 


444,260,000 


157,669,000 





Total £1,520,044,000 £1,425,134,000 


The reason for this expansion of 
business lies in the favourable eco- 
nomic climate of the past twelve 
months in which production has 
been rising in Britain, the Com- 
monwealth and Western Europe, as 
well as in the United States and 
other countries. There has been an 
increased demand for insurance 
protection from people enjoying a 
higher standard of living and with 
more money to save, from indus- 
trialists with more valuable stocks 
and new factories to safeguard, and 
from traders with more goods to 
move around the world. 


Life Buoyant 

Life assurance was particularly 
buoyant in 1959. Premium income 
of our members in the ordinary 
branch rose from £444 million to 
£485 million, and in the industrial 
branch or “home service’ from 
£158 million to £165 million. 

Net-new savings through life 
assurance during 1959 were a 
record £423 million, compared with 
£366 million in 1958. Of this total, 


about £36 million was derived from 
ordinary life business transacted 
overseas by British companies, 
compared with £32 million in 1958. 
Thus life assurance maintained its 
position as the largest single source 
of net new savings in Britain 
despite the competition from Na- 
tional Savings, building societies, 
unit trusts, and other savings 
media. These savings are of the 
utmost value to the economy in 
providing funds for expansion and 
as a curb on inflation. 

Together with the increase in 
premiums there has also been a 
notable growth in the invested as- 
sets of insurance companies—-from 
a total of £5,528 million in 1958 to 
£6,048 million in 1959. 


More in Equities 


The trend of the insurance com- 
panies to invest more of their as- 
sets in equities continued (rather 
more quickly) during 1959 owing 
to the particular advantages which 
these shares offered during that 
period. A growing proportion of 
the: savings of life policyholders 
were channelled by the insurance 
companies into equities, thus giv- 
ing them a direct stake in the pres- 
ent and future prosperity of Brit- 
ain. Policyholders have benefited 
from the larger dividends: which 
have been paid on ordinary shares. 
Despite the trend into equities, the 
aggregate holdings in the gilt- 
edged market still stand at the very 
high figure of £1,261 million, an 
increase of £26 million over the 
previous year. 

The amount invested by the in- 
surance companies in property has 
also increased by £59 million to 
£553 million during 1959. 

The British companies support 
local economies overseas both as 
underwriters and investors. As 
underwriters through the vast 
strength of the British insurance 
market. As investors through their 
support of the development cor- 
porations in such countries as In- 
dia, Pakistan, Ceylon, the Federa- 
tion of Rhodesia, Nigeria and most 
recently, Malaya. The investment 
of funds in these territories to as- 
sist in financing new developments 
is an important contribution in 
which we can take much satisfac- 
tion. 

In the United States the im- 
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provement in underwriting experi- 
ence which had begun to emerge 
in the closing months of 1958 con- 
tinued during 1959. There is evi- 
dence that it has persisted during 
the early months of the current 
year. It is maybe too soon to say 
that underwriting is already back 
ona profitable basis again, but the 
problems of writing business in 
that country are certainly less than 
they have been recently and pros- 
pects seem brighter than for a 
good many years. 

The current picture has been 
helped considerably by the con- 
tinued absence of severe wind- 
storms (which is something that 
can, of course, change overnight) 
and by the substantial rate in- 
creases obtained last year on Mo- 
tor Third Party business. This 
latter class—in the United States 
as in most other territories—con- 
tinues to be the main cause for 
concern. There are still sections 
of it which call for remedial mea- 
sures. 

Investment income continued to 
be buoyant in 1959. Few compa- 
nies operating in the United States 
did not show an increase in their 
overall dollar funds as a result of 
the year’s trading, even after de- 
ducting dividends and remittances 
made to this’ side. 

It is always difficult to draw any 
pointed conclusions from a survey 
of such a complex industry as Brit- 
ish insurance, but I hope that what 
I have said will indicate how seri- 
ously the British companies view 
their responsibilities to the general 
public, and if I may say so, how 
carefully and conscientiously they 
endeavor to improve the services 
they give and the benefits they of- 
fer to those who make use of these 
services. @ 


“Father would like to have a word 
with you first.” 
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... WHAT’S YOUR REASON? 


You can probably think of many reasons for not embarking on the C.L.U. 
study program this fall. One of the best is “lack of time.” Then there’s 
the effort it takes in keeping up with assignments each week and the 
work of reviewing for examinations. Besides, you’ve probably heard 
that the C.L.U. program has more to do with such theoretical things as 
economics than it has to with such practical things as salesmanship. 

But wait a minute. It’s not just happenstance that a significant num- 
ber of almost any life company’s top producers are C.L.U’s. 


And the reason is this; The C.L.U. program stresses the concept of 
professional service to the life insurance-buying public. And in preparing 
men to render such service, it provides them with the background and 
knowledge to use life insurance creatively in serving their clients. 

If you don’t plan to enroll in the C.L.U. study program this fall, make 
sure you've got a reason—not an excuse. 
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Gov't Plan Influences Health Line in Canada 


Experience in automobile lines continued to improve in 1959. 
Premiums earned by Dominion registered companies rose by 10.5 
per cent to $265.3 million, while claims incurred were up by only 
2.2 per cent to $152.7 million. Loss ratio has dropped from the 
all-time high in 1957 of 71.41 per cent to 62.53 per cent in 1958 
and 57.56 per cent in 1959. 

In the first year in which nine of the ten provinces had govern- 
ment operated hospital insurance, total accident and sickness pre- 
miums amounted to $152.6 million, compared to $159.9 million in 
1958, a drop of only 4.6 per cent. Government programs provide 
only standard ward care, and insurance companies have revised 
their policies to make available insurance for semi-private and 
private ward care. They also broadened medical, surgical and dis- 
ability income insurance which is not provided under government 
plans. Accident and sickness claims incurred dropped by 10.6 per cent 
to $96.1 million. Loss ratio in 1959 was 70.93 per cent, down from 
74.84 per cent in 1958 and 78.82 per cent in 1957. 

For all other classes of insurance except fire and automobile, 
insurance premiums earned rose to $273.9 million from $269.9 mil- 
lion in 1958. Loss ratio dropped to 62.8 per cent from 66.14 per cent 
in 1958 and 72.03 per cent in 1957. Here are comparative results 
of Dominion registered companies for 1959 and 1958 by classes 
of insurance: 


Automobile, Fire and Casualty in Canada 
(Dominion registered companies) 
All dollar amounts in thousands 


1959 1958 


Premiums Losses % Premiums Losses 
Earned Incurred * Earned  Incurred* 
Automobile. $265,325 $152,725 57.56 $240,034 $149,503 
Fire.... 176,768 96,100 54.36 162,003 88,152 
Combined Acc. & Sick.. 152,626 108,261 70.93 159,935 119,696 


Personal property... . 36,879 22,342 60.58 33,769 21,255 
Public liability . . 25,652 15,265 59.51 13,433 
Personal accident..... 10,075 4,124 40.93 3,944 


Inland trans... .. 6,197 3,058 49.34 2,607 
See 6,278 3,867 61.60 4,076 
Guarantee-surety.... 6,234 1,480 23.74 1,055 


Employers liability... 5,350 2,488 46.51 2,317 
Hail... 3,933 1,995 50.71 894 
Boiler. . 3,904 1,017 26.06 484 

1,292 


Aircraft. . . 3,751 2,006 53.47 

Guarantee-fidelity 3,741 1,362 36.41 3,145 

Machinery.... 2,462 967 39.27 776 
1,312 


Plate glass... .. 2,270 1,502 66.17 
Real property . 1,397 354 25.34 1,073 
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Franchises make profits! Operate your Sickness... 1,840 746 40.57 888 832 
own — bare nag yd Nationwide i or 

ings. N ‘s monthly ort publishes best 

offers. Write today tee’ teen details. Na- } Credit. ... 897 321 35.80 183 
tional Franchise Reports, CQ-528, 333 N. Windstorm... 168 129 76.57 51 
Michigan, Chicago 1. Livestock... 78 38 48.70 








For your convenience . . 


The reply card on page 81 of this 


issue can be used to obtain addi- 


Forgery. . 81 63.94 31 
Earthquake. 39 0.22 - 
Weather 12 67.69 11 


Title. 


— . ; 
tional information about the items Sprinkler leakage. ... 


Water damage... 


in both the Products and Services NS oo $715,970 $420,207 58.69 $671,955 $416,169 
and Contracts and Policies depart- 


8 a 
3 11.59 
1 : 

1 


which are followed by card numbers 


eed * Excludes adjustment expenses. 
—Lillian 
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These Names Make News: 
Wood, Pontius, Haakenstad 


T. Fred Wood has been elected 
president of the Founders $ 


In 
surance Company of Los An- 
geles. He succeeds P. Warren 
Smith who becomes chairman of 
the board. 


Calvin L. Pontius, 
previously senior 
vice - president, 
has been elected 
president of Fi- 
delity Mutual 
Life, succeeding 
the late Ellsworth 
A. Roberts. 


Otto Haakenstad, president of West- 
ern States Life of Fargo, N. D., 
has been nominated as the next 
president of the American Life 
Convention. Nominees for the 
executive committee are Francis 
M. Hipp, president of Liberty 
Life; R. Howard Dobbs, Jr., 
president of Life of Georgia; 
J. K. Macdonald, president of 
Confederation Life; and Virgil 
H. Smith, president of Beneficial 
Life. 

B. F. Biggers, president of All- 
States Life, has been appointed 
president of Security American 
Life of Tennessee. 

Delbert Dumont has been elected 
executive vice president and 
managing director of Kentucky 
Central Life and Accident. He 
had been with Northeastern 
Life of New York. 

C. Archibald, vice president, 
has been elected to the board of 
Bankers Life, Des Moines. W. 
Harold Brenton, director of Em- 
ployers Mutual Casualty and 
Swift & Company, was also 
made a director. 
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Bernard E. Wilson, vice president 
and agency director, has been 
made a director of Appalachian 
National Life. 

W. Lee Shield has been elected 
executive vice president of the 
American Life Convention. 
Shield, who leaves the post of 
vice president of Union Central 
Life, Cincinnati, succeeds the 
late Claris Adams as head of 
the staff of the largest trade 
association of life insurance 
companies. 

Warren M. Pace, CLU, agency 
vice president, and H. Kendall 
Bache, secretary, have been 
elected to the board of Atlantic 
Life. Wentworth P. Johnson, 
senior vice president of Fidel- 
ity-Philadelphia Trust, was also 
named to the board. 


Harry S. Me- 
Conachie (I.) has 
been elected 
president of 
American 
Mutual Life of 
Des Moines. Dr. 
E. B. Mountain 
will continue as 
chairman. 


Chase M. Smith, secretary and 
general counsel, has been elect- 
ed to the office of senior vice 
president for Federal Mutual. 

. Clarke Wittlake, vice president 
in charge of administration of 
the Business Men’s Assurance, 
has been elected to the board 
of directors. 

Charles R. Rathbun, previously 
resident vice president at Port- 
land, Ore., has been elected a 
vice president and will be as- 


sistant to the president of 
American Insurance. 

Harold A. Banks has been elected 
a vice president of American 
Surety Company of New York. 

Richard H. Dyball, a special agent, 
has been elected a resident vice 
president of the Resolute Group, 
Hartford. 


Carleton G. 
Lane, previously 
senior vice presi- 
dent, has been 
elected president 
of Union Mutual 
Life. 


Frank F. Dodge has been named 
vice president and actuary of 
Old Security Life. He was 
previously with Consolidated 
American Life, Chicago. 

Paul O. Klein, formerly a director 
of agencies, has been made vice 
president for the Middle Atlan- 
tic region of New York Life. 
William F. L’Heureux, formerly 
assistant regional vice president 
in San Francisco, has been pro- 
moted to assistant vice presi- 
dent in charge of group sales in 
the 13 western states. 

Alexander Heid, Jr., formerly 
president of John A. Eckert & 
Company, has joined Johnson & 
Higgins as a vice president. 

Charles Seavey, previously second 
vice president in charge of 
group administration, has been 
named vice president for indi- 
vidual sickness and accident. 

Joseph F. Tudor, CLU, who heads 
the agency organization, has 
been elected a vice president of 

Continued on page 94 
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Producers who work with us say: 
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THE LONDON ASSURANCE GROUP 


THE LONDON ASSURANCE MULTIPLE LINE 
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JUST “GROWTH” ISN'T ENOUGH... 


either biologically or commercially! 


Development of personal agents—expansion of 
agencies and territory—extension of policy plans 
and an increase in administrative personnel all in 
proper balance provide growth by which good 
insurance companies become better insurance 
companies. 


If YOU want to grow with sound progress, 
launch your PLAN WITH SECURITY. 


Call or write 
E. A. Frerichs, CLU, Vice President 
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BIRTHDAY CARD IDEAL FOR INSURANCE MEN 


“SINCERE BUT NOT SENTIMENTAL” 


500—$175° 1000—52995 


25% deposit with order—if payment is made in full with order—we pay postage 


IRWIN PRESS—7401 N. LAMON—SKOKIE, ILLINOIS 
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Pacific Mutual Life. Darwin S. 
Liggett, who is in charge of the 
company’s group operations, 
was also elected a vice presi- 
dent. 

Richard F. Stockton has _ been 
elected vice president and trea- 
surer of State Farm. Robert O. 
Noel was elected vice president- 
operations; John D. Wooledge 
vice president; John C. Neff 
vice president for investments, 
and L. Wes Hicks regional 
agency vice president. 


HAPPY BIRTHDAY | 
MR BEASLEY 


i 
Gl. 


MORE NEW PAID Ui 
Ist MONT! 


At.the end of 7 birth sane 
of Theo. P. Beasley, président o 
Republic Notional i e, the com- 
pony celebrated a gain in new 

usiness of 67 per cent over the 
first six months of 1959. Shown 
with President Beasley (I.) is Clar- 


ence J. Skelton, senior vice presi- 
dent. 


Bernard Rapoport, president and 
director of American Income 
Life, has been elected to the 
board of Reinsurance Corpora- 
tion. Also added to the board 
was Thomas J. Stevenson, Jr., 
vice president and executive 
committee chairman of T. J. 
Stevenson & Co. 

Benjamin H. Swig, San Francisco 
hotel owner, was elected to the 
board of Beneficial Standard 
Life. 

George F. Baughman, vice presi- 
dent for business affairs and 
treasurer of New York Univer- 
sity, has been elected a director 
of United States Life. 

Harris Perlstein, chairman, Pabst 
Brewing Company; Clarence H. 
Shaver, chairman, U.S. Gypsum, 
and H. Burling Naramore, presi- 
dent, Bridgeport Fabrics, Inc., 
have been elected to the board 
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of Lumbermens Mutual Cas- 
ualty, Chicago. 

Dan Gibson who heads his own 
agency in Plymouth, Indiana, 
has been elected to the board of 
directors of Excelsior Insurance 
Company of New York. He suc- 
ceeds Ralph G. Hastings, who 
is retiring. 

Frank J. Wilkins, administrative 
assistant, has been elected to 
the board of Citizens National 
Life, Indianapolis. 

Dr. Donald R. Childress, CLU, as- 
business administration at the 
University of Oklahoma, has 
sociate dean of the college of 
been awarded the 1960 Paul 
Speicher CLU Institute Scholar- 
ship. 


George F. Sigler 
has been reelect- 
ed to a second 
term as presi- 
dent of the Na- 
tional Associa- 
tion of Public In- 
surance Adjust- 
ers. 


Ward Fabel, formerly claims man- 
ager, has been promoted to vice 
president in charge of claims 
for International Auto Insur- 
ance Exchange. Richard (Jeff) 
Davis, who has been a field rep- 
resentative, was named director 
of agencies. 

James Wyper, Jr., has been elected 
vice president and secretary of 
Hartford Fire. He had been loss 
superintendent. 

Albert E. Mezey has been elected 
a vice president and secretary 
of The Home and will be in 
charge of its Metropolitan De- 
partment. 

Joseph T. Foster was elected vice 
president and Edward W. Horne 
vice president and secretary of 
Afceo and its affiliated compa- 
nies. Foster formerly served as 


assistant vice president and is 
in charge of the advertising, 
promotion and publicity pro- 
grams. 

Robert Jacoby, actuary, and Curtis 
Miller, field director of agencies, 
have been elected vice presi- 
dents for Security Benefit Life. 


Marion N. Wat- 

son has been 

elected vice 

president of Na- 

tional Union, 

Pittsburgh. He 

will be located 

at the Atlanta 

office of the 

company. 

Fred C. Crowell, Jr., editor and 
publisher of The Insurance 
Field publications and a vice 
president of the Insurance Field 
Co., Inc., has been elected presi- 
dent of the corporation. He suc- 
ceeds Morris W. Davidson who 
was named chairman of the 
board. 

John J. Smith, president of the 
East New York Savings Bank, 
has been elected vice chairman 
of the Savings Banks Life In- 
surance Fund of New York. 

Donald M. Elliman, president of 
the Bank of New York, has been 
appointed a director of the 
Great-West Life Assurance, 
Winnipeg. 

Charles E. Daniel, chairman of 
the Daniel Construction Com- 
pany, Greenville, S. C., and for- 
mer U. S. Senator, has been 
elected to the board of Pruden- 
tial. 

Willard C. Butcher, a vice presi- 
dent of Chase-Manhattan Bank, 
has been elected to the board 
of Union Labor Life. 

Hamilton M. Redman, vice presi- 
dent-finance, Norfolk and West- 
ern Railway Company, Roanoke, 


Thomas E. Murrin (above |.) has been made actuary for 
the National Bureau of Casualty Underwriters. Elmer A. 
Twaits and Daniel J. McNamara have been promoted 
and are now secretaries for the organization. 
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has been elected to the board 
of directors of First Colony 
Life, Lynchburg. 

Donald C. Power, board chairman 
of General Telephone & Elec- 
tronics Corporation, has been 
elected a director of American 
Manufacturers Mutual and a 
member of the Eastern advisory 
board of Lumbermens Mutual 
Casualty, both divisions of the 
Kemper Group. 


John G. Kelly 
becomes vice 
president and 
general counsel 
for Mutual of 
New York on No- 
vember |. He 
has been assist- 
ant general 
counsel since 


1940. 


H. A. Walters, general manager 
of the Royal Exchange Assur- 
ance, has been re-elected chair- 
man of the British Insurance 
Association. R. L. Barnett, gen- 
eral manager of Alliance Assur- 
ance, was elected deputy chair- 
man. 

Continued on page 96 
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NAMES MAKE NEWS 


Continued from page 95 


Bruce Wallace has been named 
secretary of the National Asso- 
ciation of Surety Bond Produc- 
ers. The headquarters of 
NASBP will be located in New 
York. 

John H. Harrison, recently retired 
from the Connecticut General 
Life, has been named insurance 


@ Jewelry, silverware, furs, cameras, 
sports equipment, other valuable articles. 
Many of your clients and prospects have 
a fairly large investment in these classes 
of personal property—one they want to 
protect. 

It’s good reason to recommend that the 
Personal Articles Floater be carried. No 
other policy provides the same “‘all risks” 
protection on these valuables. Consider 
that eight or more classes of articles can 
be scheduled under this single policy, and 


manager for Braniff Interna- 
tional Airways. 

Miss Maryl Oldershaw has been 
elected assistant secretary of 
Home Life. 

Sven Thomsen has been named in- 
surance manager at Baxter Lab- 
oratories, Inc., Morton Grove, 
Ill. He comes to Baxter from 
Continental Casualty Company. 

Lawrence W. Kunkel has been 
named manager of the new mar- 
ket research division of the 
Kemper Insurance Group. 


Plan the protection 
with these values in mind 





at favorably low rates. Moreover, that it 
can be written to round out the coverage 
of any of the homeowners’ package forms. 

In short, this inland marine floater of- 
fers special opportunities to producers 
who want to go a step beyond the basic 
package plans—by broadening coverage, 


providing better value to clients. If you use 


this sales approach, point it up with the 
solid advantage that our service facilities 
can give in building inland marine vol- 
ume from personal and business sources. 


Fuin Daalousb fied, 


INSURANCE COMPANY 


Indianapolis 7, indiana 


Western Department: Omaha 2, Nebraska 


FIRE * CASUALTY +» AUTOMOBILE - INLAND MARINE 
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William E. Newcomb, chairman of 
the board and president of Great 
American, was elected trea- 
surer of the National Board of 
Fire Underwriters. 

Paul A. Dow, manager, Hartford 
Fire, Dallas, has been appointed 
chairman of the Southwestern 

Advisory Committee, 
Information Insti- 


Regional 
Insurance 
tute. 

Stanley J. Kardish has been ap- 
pointed insurance manager of 
the Youngstown Sheet and Tube 
Company. 

Jack M. Bearsch has been elected 
vice president and treasurer of 
the Consolidated Service Cor- 
poration of Little Rock. 


Robert M. Perce [I.), vice president, 
has been promoted to a new post 
in the home office of the Atlantic 
Companies. He will be in charge of 
production and business development 
for the company. Philip F. Ruth has 
been named vice president and gen- 
eral manager of the Midwest division. 


Thomas B. Butler, president of 
the Mercantile-Safe Deposit and 
Trust Company, Baltimore, has 
been elected a director of the 
United States Fidelity 
Guaranty. 


and 


Donald T. Hawk- 
ins, previously as- 
sistant manager, 
has been elected 
secretary - man- 
ager of the Mu- 
tual Loss Re- 
search Bureau, 
Chicago. 


George B. Parsons, CLU, has been 
elected assistant vice president, 
sales promotion, of Western 
Life, Helena, Mont. 

C. Harvey Kelly has been named 
director of research and devel- 
opment of the National Asso- 
ciation of Insurance Agents. He 

formerly with the North 

British Group as educational as- 

sistant. 


was 
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Executive Opportunities 


THIS PAGE is a free Spectator service to insurance companies and 
misurance people. If you are interested in a position offered or in 
a person described here, write a letter on your own or your company’s | ng pers 
letterhead. Address the envelope to the code number on that item— | P' Xp. It phases of ment. 
A33 or CA8 or some other—c/o Executive Opportunities, The Spec- 
tator, Chestnut & 56th Sts., Philadelphia 39, Pa. Your letter will be 
forwarded in confidence to the agency, company, or individual inserting 
that item. 
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SUBMITTING ITEMS: Many of the items here have been prepared 
and sent in by well known, national employment agencies handling 
many insurance opportunities. Other bona fide agencies or insurance 
companies may submit items although no more than three items can 
be used in any one issue from one company or agency. Individuals 
seeking positions may submit a typed item written in the style of 
the items shown on this page. Items may run no longer than six lines, 
approximately a maximum of 30 words. The editors will delete as 
many words in the item as necessary to make the copy fit that space | lessee tat ae 

Address letters to Executives Opportunities, The Spectator, Chestnut | “~~~ me. LPESIEES TOK 50 me 
& 56th Sts., Philadelphia 39, Pa. $5000-$5,51 
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RESTRICTIONS: The Spectator reserves the right to reject without 
explanation any item submitted by an employment agency, an insurance 
company or an individual. In most cases, The Spectator will check 
on validity and authenticity of each item printed, but the publication 
and its staff cannot be held responsible for any false or unreliable 
items printed here 
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A.D.T . Sion 
Richard LaFond 
Aetna Insurance 
G. F. Sweet 
All American L. & C. 
Ladd, Southward & Bentley 
American Appraisal 
Buchen 
American Casualty . 
Richard A. Foley 
American Fire & Casualty 
American Insurance 
Winius-Brandon 
American Reinsurance 
Metropolitan Adv. 
Atlantic Life 
8 
Bankers of lowa ....... 
Bankers Life of Nebraska.. 
Ayres, Swanson & Assoc. 
Benefit Assoc. Railway 
Reincke, Meyer & Finn 
Berkshire Life 
Jules L. Klein 
Bituminous Casualty 
Sperry-Boom 
Brown & Richardson 
c 
California Life 
Wyman Co. 
Coats & Burchard 
Klau-Van Pietersom-Dunlap 
Combined 
W. N. Davidson 
Commercial Union N/B 
Browne Adv. 
Constitution Life 
Phillips & Laerbo 





























Advertisers’ Index 


This advertisers’ index is published as a convenience and not as part of 
the advertising contract. Every care will be taken to index correctly. No 
allowance will be made for errors or failure to insert. 


Continental Casualty 
Geo. H. Hartman 
Crown Life 
Foster Adv 
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Dawson, Miles M. 
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Empire Life & Accident...... 
Equitable Life Assur. Soc. 
Foote, Cone & Belding 
Equitable Life of lowa 
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Federal Life 
Fidelity Mutual Life 
Adrian Bauer & Alan Tripp 
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Grain Dealers Mutual 
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Haight, Davis & Haight.... 
Higgins, E. P. 
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Insurance Co. of North America 
Cover 4 
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R. S. Townsend 
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Metropolitan Fire Assur. 
Charles Brunelle 
Metropolitan Life 
Young & Rubicam 
Minnesota Mutual 
E. T. Holmgren 
Munich Reinsurance 


National Franchise Reports . 
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Nationwide 
Ben Sackheim, Inc. 
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New York Life ... 
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North American Reassurance .... 
Albert Frank, Guenther Law 
Northwestern Mutual Life 
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Phoenix of London 
Browne Adv. 
Providence Washington 
L. C, Fitzgerald 
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Royal Exchange .. 
Bruce Angus 
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Security Connecticut 
Remsen Adv. 
Security L. & A. 
Welsch-McKenna 
Security Mutual Casualty 
Security Mutual Life 
Spencer, Chas. D. 
Standard Accident 
Gray & Kilgore 
State Farm Mutual 
Doremus & Co. 
State Mutual Life os. 
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Strudwick, A. E. .. 
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Union Labor Life 74 
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Williams & Anderson 
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Complete portfolio of Life and S&A... outstanding 
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package exclusives . . 
automatic Waiver . . . $10-per-thousand Disability 
.. Non Cancellable S&A (to 65)... 
comprehensive mass coverages . . . progressive mer- 
° chandising . . . professional training . . 


. Junior Estate builder .. . 


. exclusive 


performance bonus. 


A WELL-BALANCED COMPANY 
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in the field of 
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NORTH AMERICAN 
Hie ant- Casualty Campany 


1750 HENNEPIN AVENUE, MINNEAPOLIS, MINNESOTA 


H. P. Skoglund, President 
4. E. Scholefield, C.L.U., Vice president, director of agencies 
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In his early life George Washington 
showed an aptitude and love for 
mathematics which later proved 
invaluable to him. In 1748 at the age of 
16 he surveyed the land holdings of 
Lord Fairfax in the Shenandoah Valley 
and Blue Ridge Mountain areas 

of Virginia. 


This reproduction is one in a series of eleven original oil paintings 
by Walter Haskell Hinton which portray little-known events in the life 
of our Country's first president, George Washington. 

A booklet containing full-color reproductions of all eleven 
paintings is available upon request. In addition, we hope you will 
visit us and view the original paintings which hang in our 


Home Office gallery. 


INSURANCE COMPANY 
EVANSTON, ILLINOIS 
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